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“Full profit from a full 40% dealer discount on 
all hand tools, multiplied by maximum sales 
volume—from selling a line that’s made right, 
priced right, displayed and packaged right... 
and known to all your customers (profes- 
sionals, handymen, hobbyists, and millions of 
home owners) through long use and years of 
hard-hitting national advertising. 

Send for free illustrated price sheets on whole line. 


Chances are you sell some Red Devil prod- 
uct now, Why not ask your jobber sales- 
men about other full-profit Red Devil lines? 
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FLOWER BED BORDER 








Make your hardware store 


“HOME FIX-UP” 
HEADQUARTERS 
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with the complete line of (ss) Cyclone Hardware Products 


UMMER Is the “fix-up” time when cus- 
S tomers will be shopping your store for 
products to make the outside of their homes 
more attractive and useful. And many of the 
items they want will be found in the com- 
plete line of Cyclone Hardware Products. 

USS Cyclone Hardware Products are 
high-profit, fast-moving items. Because they 
are a well-known, integrated line, with great 
customer appeal, the sale of one product 
often leads to another purchase. For ex- 
ample—the customer who comes into your 
store for Cyclone Lawn Fence often buys 
Cyclone Gates or matching Flower Bed 
Border as well. Or here’s another case. The 


USS AMERICAN MERCHANT PRODUCTS INCLUDE 


man who comes in for a Cyclone Burner 
Basket may well buy Cyclone Hardware 
Cloth to reinforce his basement window 
screens or screen door panels. And very 
often this extra sale is made with little or 
no effort on your part, especially when you 
stock all these Cyclone Hardware Products 

. and put them together in one eye- 
catching, related display. 

Get ready for big business this summer. 
Build up your stock of USS Cyclone Hard- 
ware Products. Get more information and 
display ideas from American Steel & Wire, 
614 Superior Avenue, N.W., Cleveland 13, 
Ohio 


USS, American and Cyclone are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


United States Steel Export Company, N; ¥ 


: Cyclone “Red Tag” Lawn Fence and Flower Bed Border - Hardware Cloth » Catch-all Baskets 


Lawn Gates «American Fence, Gates and Posts - American Baler Wire- American Nails - American Hex-Cel Poultry Netting - American Barbed Wire 


For Details Circle 2 on INQUIRY CARD 





They sell well everywhere! 
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AMAZING LOK-tite conNERS 
PREVENT RACKING 








Amazing new LOK-tite process makes 
the corners of these Rudiger-Lang screen 
doors as rigid as if they had been welded. 
There is absolutely no give at all from 
twisting or uneven strain! 

Write or call nearest 

sales office today 


for complete information 


WW ID IGslSigVe- | | 
2701 Eighth Street 7831 Haskell Ave. International Trade Mart 
V4 \. anf Se CSB <)>) © ._sC#Berkeley 10, Calif. Van Nuys, Calif. New Orleans 12, La. 


THornwall 3-0340 TRiangle 3-3937 TUlane 7186 
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SLOCK. .. 
DIAMALLOY 


PLIERS & 
WRENCHES 







The DIAMALLOY 
GROOVE JOINT y 
PLIER LINE starts A , 
witha... 


la 
oa With Jaws that Open 41, inches 


(Enough to Grip 2-inch Pipe Fittings) 





You will sell more tools if you make sure the line 
of adjustable wrenches and pliers you carry, 
bears the familiar Diamond and Diamalloy Trade 
Marks ... You will strengthen your tool business 
if you have a good stock and display the finest 


quality tools. Remember these trade marks... 


DIAMOND TOOL 27/14/0100 (, 


#&% DULUTH, MINNESOTA * TORONTO, ONTARIO 
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High Speed HACKSAW BLADE 


30% 


Biggest Hack Blade Improvement in 50 Years... 
Now Ready for the Hardware Trade! 


reduces cutting costs 
as much as 


After 3 years of development and testing, ATKINS/ BorG- 
WARNER Offers you a revolutionary new hacksaw blade 
that has actually out-cut and outlasted competitive 
blades 2 to 1! 

New Silver Streak is a fitting companion to ATKINS 
Silver Steel line of tungsten blades. Both names represent 
the industry’s highest achievement in hack blade met- 
allurgy for the types of cutting each is designed to 
perform. 

Call your Atkins Wholesaler NOW . 
Silver Streak Hacksaw Blades. 


.. ask for new 





NEW... FuLt line HACKSAW DISPLAY 


for fast turnover, fast profit! 
NOW AVAILABLE FROM YOUR ATKINS WHOLESALER 


first full-line hacksaw display ever offered by an American manufacturer! 


Display No. 4977 


For wall, pegboard or post. All steel rust- * 
proof construction, 12” x 28” x 8”. Hangers : Value of Display 


for hack frames and rotating rack for : 


> Retail Value of 
. Frames & Blades 


571.16 
10.06 


+ + 3 s+ ew ee 


blades. Descriptive panels help customers : 
select right blade for the job. Complete - 
with 1 No. 10 and 2 each of Nos. 111 and : 


199 Atkins Hacksaw Frames and 150 
assorted blades. 


TOTAL VALUE 581.22 
° a Dealer 59 83 
YOU PAY ONLY ‘49.77 





also available: 
Display No. 4293 


Consisting of the rotating rack section of : 
No. 4977, with pedestal. Complete with : 
150 assorted Silver Streak, Silver Steel and : 


Standard blades... 


« Retail Value 
- of Blades 


. 560.90 
: Value of Display 


6.50 
567.40 
49.43 


voupayonty °42,93 


TOTAL VALUE 
Regular Dealer 


Call your ATKINS Wholesaler 


| for this Money-Making Display! 


= = 
Sileee Steel 


For 


ATKINS SAW DIVISION, BORG-WARNER CORP. 


| INDIANAPOLIS 25, INDIANA 


TRADE MARKS OF BORG-WARNER CORP 
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It Takes Little Imagination 


Any one can cut prices. It takes no imagination to cut prices... 
only a decision. 


If you make that decision, you will be beset with problems that 
will take imagination, mathematics and powerful promotional 
effort to keep from losing money. 


Beware of cutting prices until you make an exhaustive study 
of just what happens or should happen when you cut the retail 
price of any item in your store just to meet competition. 


Your first problem is how much more of the price-cut item do 
you have to sell to break even. As an example, if you cut a $1.00 
item with a 40 per cent margin by 20 per cent you would find 
that you are cutting your 40 cents of margin in half. You would 
have to sell twice as many items in order to make the usual 
amount to take care of overhead and general sales cost. 


Your next step is to find a way to increase sales proportionately. 
Your most logical answer is advertising. If you are now adver- 
tising it is possible that you will have to increase the amount of 
space in order to do an effective job of promoting your cut-price 
merchandise. If you are not advertising, it would certainly be 
advisable. In either event you are adding a few more dollars that 
have to be balanced by increased sales. 


Another answer, of course, would be to acquire the merchandise 
at a much lower price than usual. This is not as easy as it sounds. 
It could take more invested dollars to handle. It could also involve 
some expense in locating items at a lower price. 


This is not meant to discourage you from price-cutting. What 
it is meant to do is make you fully aware of the problems that 
have to be answered before price-cutting can be safely used 


as an effective counter-attack. 





UPDATED & NEW 
HARDWARE FIRMS 


CALIFORNIA 


CORONA DEL MAR — Plans 
for a major enlargement of 
Crown Hardware was revealed 
recently by owner Cliff Lion- 
barger. The store will expand to 
twice its present floor display 
and sales space. The front of 
the building will be remodeled 
and a new entrance constructed. 
Located at 3107 E. Coast High- 
way, the store will occupy the 
adjoining building in addition to 
its present quarters. Both build- 
ings will be extended toward the 
rear of the property to gain 
more space. 


LOS ALTOS—Dooley’s Hard- 
ware Mart has purchased a large 
concrete warehouse at 40 West 
Market to be used as a storage 
area. President of the firm 
Charles R. Dooley added to the 
announcement that the company 


plans to build a modern building 
at the site. 


SUSANVILLE—W. B. Barber 
has announced that he and his 
son, Bob, will open a general 
hardware business in the Younie 
Building in the very near future. 
The store will be located at 729 
Main St. here. Barber was for- 
merly one of the owners of the 
Susanville Logging Company. 


HAWAII 

HILO—Hawaii Hardware Co. 
opened its new building here re- 
cently. Organized in 1954, the 
young firm culminated five years 
of growth with the quarter mil- 
lion dollar structure. Over 10,- 
000 square feet of floor space is 
contained in the steel, concrete 
and hollow tile building. The ex- 
terior front walls are split-face 
block. The underside of the mar- 
quee is of diamond ribbed alu- 
minum. Customer convenience 
was in mind, throughout the 
planning and construction, ac- 
cording to Richard R. Taniguchi, 
president of the company. A 





BRAND NEW 


“Want Book’ 


PROFIT 


MAKERS 


No. P-69 Merchandiser 


4 different Individually poeenes tools and tool sets. 


All $1.00 values; retai tility knives, 
hex key sets, screwdrivers, les, mallets—4 of each 
ieces attractively boxed in a profit- making 
self-service display carton. Keep it ~ 7 and near 
your register—then just watch them sell 


ORDER or REORDER TODAY! 


saws, 


fo Mt tn Stage lt) 


N\ roducer of Unbreakable 


3522 Webster Avenue, New York 67 


Fuller ade in U.S.A., 
ul ede fe 6.5.8. Sains ont 


Amber Handle Tools 


other countries, of the highest quality 


materials, by skilled 
and rigidly inspected to preserve Fuller Quality and Reliability. 





For Details Circle 6 on INQUIRY CARD 





loading and unloading area is 
under a 20 by 80 foot awning. 
The new store is located at the 
corner of Kilauea Ave. and Hua- 
lalai Street. 


IDAHO 


COEUR d@’ALENE — North 
Side Hardware & Machinery at 
848 N. Fourth St. is in the midst 
of building an addition to their 
store. The 48 x 72 foot structure 
will permit expansion of the 
firm’s farm machine facilities 
and enlarge the retail sales dis- 
play area, according to manager 
Tony Moren. 


WASHINGTON 


SEATTLE — A three-day 
grand opening celebration mark- 
ed the opening of the new Matt- 
son’s 15th Ave. The new store 
has 5000 square feet of sales 
space. Owner, Howard Mattson 
stated that a greatly expanded 
line of hardware, housewares, 
notions and gift items have been 
stocked. Mattson operated his 
old 15th Ave. variety store just 
one block north of his new loca- 
tion for the past seven years. 
The new store is self-service and 
will carry in addition to the other 
items mentioned, a selection of 
imported gifts. 


LONG BEACH — Expansion 
of the Dennis Company store 
here has begun. Improvements 
being made include installation 
of three large plate glass dis- 
play windows, manager’s private 
office and new front entrance. 
An additional 1000 square feet 
of floor space will be provided 
from the alterations. The hard- 
ware firm has its main retail 
store in Raymond. 


POMEROY — Strain’s Furni- 
ture & Hardware store will soon 
reopen in a new location. The 
firm was destroyed by fire last 
December. Mr. and Mrs. Bill 
Strain will operate the store. 
Mrs. Hazel Strain, Bill’s mother, 
is retiring from business. A 
complete remodeling, job which 
includes a concrete floor, a bal- 
cony in the rear of the structure 
and modernizing the store room, 
is being done. The store was 
formerly Meyers Hardware. 
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WITH NEW QUALITY LINE 


Backed by Half Century of Experience—Here is the line of water cans 
and coolers that sets a new standard of quality—and gives you a great new 
profit opportunity. It's Bulls Eye water cans and coolers by Thermos, the name 
your customers know for keeping hot things hot and cold things cold. 

Check These Sales-Building Features— Outstanding resistance to rust and 
deterioration. Corrugated sides add strength. Hoft-dip galvanized liners are 
nontoxic. New lid construction features reverse draw process for extra rigidity, 
Tete lels oN telel- ME lolol Mel Mi mre cel -tal-toMels loli @iigellimeliteMola-tol colol- 
with support of celotex block in larger sizes. Replaceable faucets on cooler 
models.have distinctive design—fully recessed yet easy to operate even when 
wearing heavy gloves. . 

Stock and Sell the Complete Line—The Bulls Eye line includes both 
Standard cans and coolers (dead air space insulation) as well as Fiberglas’ 
insulated Heavy Duty coolers, available at only slightly extra cost—the lowest 
priced coolers on the market! There are sizes for every need. Choice of open or 
closed lid styles. Stock up now. 
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Fea ULL 


INTRODUCING 


BULLS EYE (Gam THERMOS. 





WATER CANS AND COOLERS . 
THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT The Spotlight of Leaders 
Other plants in Anaheim, California, and Macomb, Illinois /s on Products b 
Canadian Thermos Products, Ltd., Toronto * Thermos, Ltd., London y 
For Details Circle 7 on INQUIRY CARD 
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WEBER DISPLAYLINE FIXTURES 
-- YOUR BEST SALESMAN 





























THEY JUST PROUDLY STAND THERE AND SELL... 
AND SELL...AND SELL. Designed to be the unquestioned 
leader... field tested to be the most effective merchandising displays, 
Weber Displayline fixtures offer the ultimate in simplified selling. 
Light weight modular center fixtures, perimeter wall equipment and 
adjustable shelving make the most effective, economical use of your 
floor space.Write for the name of the Weber Dealer in your locality. 


WEBER SHOWCASE 
& FIXTURE CoO., INC. 


5700 AVALON BOULEVARD + LOS ANGELES 11, CALIFORNIA 


DEALERS AND DISTRIBUTORS WANTED to handle Weber's complete line of store fixtures. 
For Details Circle 8 on INQUIRY CARD 
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oxco’s |)OUBLE 
GOLD KEY VALUE 


No. 990 


: pene BROOM 


® 
PEEDY LEAN REGULAR SUGGESTED - 
MOP . \\\ RETAIL $2.98 


SPECIAL FOR 
HARDWARE 
WEEK ONLY 


REGULAR SUGGESTED 
RETAIL $2.49 


SPECIAL FOR 
HARDWARE WEEK 


oY $1.98 


Offer your customers a 20 re- 

duction on this popular house- 

hold mop. DuPont cellulose 

sponge yarn outlasts ordinary 

mops three to five times. Soaks Increase your volume on the popular Ranch House 
up water fast, leaves floors with this attractive sale price. A sturdy outdoor 
nearly dry. Stays fresh and broom designed for patios, garages, sidewalks, etc. 
odorless. Head sealed in poly Tough blended fibre filling gives years of service. 
bag with sell copy. 48” lac- Attractive protective sleeve and colored handle 
quered handle in kitchen colors, and block increase sales. 


PACKED 1 doz. heads and PACKED 6 brushes 
handles in shipping car- and 6 handles 
ton. Shipping weight per in shipping con- 
doz. complete 18 Ibs. tainer. Shipping 
weight per doz. 
complete 32 Ibs. 


Twice the sales, twice the profits, as Oxco offers not one, but 
two big values for Hardware Week. Two favorites, right 
off the top of the Oxco line, at savings up to 20% for your 
customers. Now’s the time to order . . . and remember 
to use your IRHA display material! 


See your Oxco jobber and ask for the special Hardware OX FIBRE BRUSH COMPANY, INC. 
Week prices. Shipments at these prices begin February 15, srevenicx LetebCshed /SF# manviano 
1960. Regular prices apply after April 30, 1960. 
For Details Circle 9 on INQUIRY CARD 
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NO. 22 


One squeeze and the customer sells himself 


The amazing action of this great grass shear is the 
best sales clincher you could want. Just let your cus- 
tomer test a pair in his own hands. Watch the look of 
surprise as the blades move with the slightest squeeze 
...crisp, clean and powerful. 


They sell because they’re full of selling features: 
exclusive ‘‘floating” blade action for cutting pressure 
clear to the tips...hollow-ground blades that stay 


RUE TEMPER. 


For Details Circle 


sharper longer... foolproof gravity lock that catches 
with a twist of the wrist ...every feature designed to 
make grass trimming easier. 


Over half the families in your neighborhood will read 
the national magazines in which these shears and 
other True Temper tools are advertised. Stock up now 
from your True Temper wholesaler. True Temper, 
1623 Euclid Ave., Cleveland 15, Ohio. 


your basic line... your money line 


10 on INQUIRY CARD 
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Only in the ... the GENUINE 


LOUISVILLE SLUGGER VNU} Kole] :¥-V 5149 (e)?) 4a) 


of these 
FAMOUS SLUGGERS 





bat line will you find.. 





=—_—=6E —=6ENUINE—— 


: Fick Uiliaone 
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Added to the 1960 line 
are the models of these 4 
outstanding players 


LOUISVILLE SLUGGER BATS tts 


HILERICHBBRADSBYC: 
“uiswue® 
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Never clean a brush 090! 


STAT 


10s painrerusn HARP 


Now when you step paint 
ing you don't have \° 
clean the brush Jus! 
dunk it and tay | yore 


{ 
for minutes or months: | 
or pare? 


STOPS PAINT BRUSH HARDEN- 
ING is claim for Stat brush cleaner. 
Non-toxic and non-flammable cleaner 
keeps brushes soft by dunking in 
Stat. Safe for skin and hair. You can 
change colors without washing brush. 
Comes in pints, quarts and gallons.— 
Winfield Brooks Co., Inc. 
For Details, Circle 100 on INQUIRY CARD 


PROFIT MAKING adjustable shelf 
brackets and link strips. Interlocking 
strips for any length vertical wall 
section. Shelf brackets have locking 
device for sturdy support. Various 
size brackets available. Four decora- 
tor colors for fast sales—FaMa Man- 
ufacturing Co., Inc. 

For Details, Circle 101 on INQUIRY CARD 
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HIGH-POWERED air purifying ma- 
chine is portable. Selectronair device 
purifies air. Six germicidal ultra-vio- 
let lamps kill bacteria. Filters remove 
pollen, lint and dirt. Filters are wash- 
able permanent type. Unit can be 
mounted in window.—The Shelton 
Metal Products Corporation 
For Details, Circle 102 on INQUIRY CARD 


FOR YOUR DO-IT-YOURSELF cus- 
tomers, a mortar hoe to mix small 
batches of cement, plaster, ete. 
Forged from high carbon steel. Seven- 
inch blade with two 1'-inch holes. 
Handle is 52-inches long. Customers 
get professional results. — United 
States Steel Products Div. 

For Details Circle 103 on INQUIRY CARD 


WALL MURAL comes in kit ready 
to be painted on the wall. Mural cov- 
ers 4 x 6 feet of wall space. Home- 
owners can personalize their homes 
with murals which they paint them- 
selves. Four sectioned numbered pat- 
terns with three latex paints and two 
brushes in kit.—Mura-Wall Designs 
For Details, Circle 106, on INQUIRY CARD 


HEAVY DUTY folding leg bracket 
for banquet tables, benches or ping- 
pong tables. Bracket will take 2x2 
or 2x4 inch stock. One piece con- 
struction enables quick mounting. 
Packaged in sets of four. Positive 
spring-loaded and trouble-free lock- 
ing.—Ardor Mfg., Inc. 

For Details, Circle 104 on INQUIRY CARD 


HARDWARE WORLD 








For additional information 





on any item shown on these 





pages, please circle number 
on the Reader Service Card, 
facing Page 52 in this issue 


CUT FLOWERS stay fresh longer 
with easy-to-use Sta-Fresh powder. 
Dissolved in water, powder prolongs 
the life of cut flowers by days. Man- 
ufacturer states one package will 
treat 20 bouquets of flowers. Said to 
work with all types of cut flowers.— 
Plantabbs Corporation 
For Details, Circle 107 on INQUIRY CARD 


Punt omergen enme 


WHEN ACTION STARTS | & 


COMPLETE LINE of garden prod- 
ucts for your customers now avail- 
able. Lawn fertilizer, insecticide, 
weed control and crab grass control 
are included. Crab grass control is 
said to be 90-100 per cent effective. 
Products are packed in consumer-ap- 
peal bags.—Pax Company 
For Details Circle 109 on INQUIRY CARD 
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WEEKEND SAILORS will go for 
Nautical design set of insulated 
tumblers. Thermo-Servy tumblers fea- 
ture one piece construction. Inner 
shell is permanently bonded to outer 
shell. Tumblers can be safely washed 
in standard dishwashers. —N. F.C. 
Manufacturing Co. 
For Details Circle 110 on INQUIRY CARD 


SHOPFUL OF SAWS IN ONE is this 
XD-20 Dagger portable electric saw. 
Fast cutting, powerful sabre saw has 
exclusive plug-in cord. “Orbite” ac- 
tion that places blade into work. Saw 
is lightweight and balanced for 
straight and angle cuts. — Disston 
Div., H. K. Porter Co., Inc. 
For Details Circle 111 on INQUIRY CARD 


ONE CLEANER DOES IT ALL for 
floors, blinds or furniture. Plastifoam 
cleaning tool attracts dirt and dust 
like a magnet. Sponge is removable 
for washing. Duz It All can be used 
to spread wax.—Modglin Co., Inc. 

For Details Circle 108 on INQUIRY CARD 


EXTRA SALES for you with imprint- 
able plastic name plate on stapler. 
Personalized for individuals or busi- 
ness firms. Stock imprints are fur- 
nished free. Plates can be imprinted 
by your own stamping machine or 
by manufacturer. Plates fit No. 210 
Stapler—Arrow Fastener Co., Inc. 
For Details Circle 112 on INQUIRY CARD 


ELEGANT BATHROOM FIXTURES 
are made of unbreakable nylon fibre. 
Units are metallized in tarnished- 
proof finish of chrome, gold or copper. 
Low price fixtures available in com- 
plete line of soap dishes, hooks, racks 
and holders for every bathroom.— 
Mirra-Cote Company 
For Details Circle 115 on INQUIRY CARD 
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NEW PRODUCTS 


RUST PROOF HOSE CLAMP 


New metal alloy, “Sherm-Alloy” for 
hose couplings and clinchers have 
proven to be superior to plastic and 
aluminum, according to company. 
Bright colored metal was developed 
as economy line—H. B. Sherman 
Manufacturing Company 
For Details, Circle 150 on INQUIRY CARD 


DISPLAY SHELF 


Metal shelf in black mat or colored 
enamel finish for potted plants or 


telephone. Two sizes available—four 
or six inch. Shelf is mounted with 
screws, etc. Said to hold 10 lbs. safely. 
Used for display in store and to sell 
to customers.—Cochran 

For Details, Circle 151 on INQUIRY CARD 


PAINT DAMP WOOD 


Exterior house paint can be applied 
over damp wood. Dries to touch in 20 
minutes. Latex type paint lets inside 
moisture escape. Keeps rain out and 
prevents blistering, states manufac- 
turer. Soap and water cleans brushes. 
—The Glidden Co. 
For Details, Circle 152 on INQUIRY CARD 








the odds are 


you'll sell more 


Your CHANNEL- 
LOCK sales opportuni- 
ties are better than ever... 
4 times better. The reason? 
You now can offer your cus- 
tomers their choice of not 
merely one but four distinct 
sizes of CHANNELLOCK 
Pliers. The wider thechoice, 
the surer the sale! Best of 
all, each member of this 
CHANNELLOCK family 
foursome has established 
itself as a fast-seller . . . 


LIGHTWEIGHT MOWER is sturdy. 
Power mower has sufficient weight 
for proper balance. Blades are double 
ground and tough-tempered to stay 
sharp.—Pennsylvania Power Mower 
Division, ACCO, Inc. 

For Details Circle 141 on INQUIRY CARD 


TREASURE CHEST for 1960 Hard- 
ware Week has Duro-Plastic Alumi- 
num plus two free surprise tubes. Sur- 
prise may be Liquid Steel, Rubber or 
Porcelain Repair, free with 12-tube 
carton.—Woodhill Chemical Co. 

For Details Circle 123 on INQUIRY CARD 
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hundreds of thousands of 
them are sold every year. 
Show ’em all four... and 
you'll sell all four. 


[H5OT 23 


(also available 
with smooth 
jaws—No. 415) 


send for information 
on our special Channellock 


“jnily fuumu’ display board No. 400-D ONE OF SIX best selling tools is 


rotary edger with two wheels. All six 
tools will be reduced as Hardware 
Week specials for extra profit to 
dealers.—True Temper Corporation 
For Details Circle 122 on INQUIRY CARD 


MEADVILLE, PENNSYLVANIA 
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NEW PRODUCTS 











STOP DOOR SLAMMING with hy- 
draulic door closer. More powerful 
closer than air type. Glidraulic closer 
needs no adjusting in winter or sum- 
mer. Closer will fit Jalousie and 
Hollywood type doors. Guaranteed 
for 15 years.—lIllinois Lock Co. 
For Details Circle 149 on INQUIRY CARD 


ONE SQUEEZE with pliers locks on 
hose clamp. One-piece clamp fits 15- 
standard hose sizes. Designed for use 
on low pressure hose. Clamp is per- 
manent when set.—Circle Clamp Div., 
Cuyahoga Products Corp. 

For Details Circle 148 on INQUIRY CARD 





ited ei. 
SELL EXACT LENGTHS OF HOSE. 
All nylon coupling is easily attached 
to cut ends. New Zytel nylon has been 
tested over a year. Couplings are in- 
serted by hand and become perma- 
nently attached. Said to stand rough 
use.—W. D. Allen Manufacturing Co. 

For Details, Circle 105 on INQUIRY CARD 


HARDWARE WEEK SPECIAL HS-159 


12 tubes of PLASTIC ALUMINUM plus 
2 FREE “SURPRISE” TUBES in Mother's 





MOLDED TO FIT HAND is this all 
plastic scrub brush. “Scrunster” has 
fluted edges for sure grip. Light- 
weight, solid plastic block can not rot 
or split. Comes in pink or yellow.— 
Ox Fibre Brush Co. 

For Details Circle 114 on INQUIRY CARD 


HOSE-END SPRAYER has finger-tip 
control. Made of polyethylene and 
will not shatter. Finger placed over 
hole in top starts spraying action.— 
Universal Metal Products Company 
For Details Circle 113 on INQUIRY CARD 
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“MY MOTHER-IN-LAW LOVES TO GIVE FREE 
SURPRISES — EVEN IF IT COSTS US MONEY!” 


7 GED 5 


| oO 
Hest 


‘reasure 


YOUR PROFIT 
MARGIN NEARLY 50% 


Here’s the hottest deal in Hard- 
ware Week*. Let my mother-in-law 
(she’s in the shipping room now) 
send you 12 big 514-0z. tubes of 
DURO-PLASTIC ALUMINUM and 
she'll include . . . absolutely free 
. . . two tubes of either LIQUID 
STEEL, DURO-PLASTIC RUBBER 
or DURO-PLASTIC PORCELAIN 
REPAIR. The two free surprise 
tubes are packed right in the 
Treasure Chest. A free window 
banner is in the carton, too. 


RETAIL VALUE $14.00. DEALER COST ONLY $7.20 


*HS-159 offer expires April 15, 1960. 


PLUS AN ADDED ATTRACTION FOR YOUR CUSTOMERS 


Each of your customers buying a tube of DURO-PLASTIC Aluminum can receive 
a regular 25c POPULAR MECHANICS do-it-yourself booklet absolutely FREE. 
You have nothing to handle. We mail it direct to your customer when they 
send us the coupon on the back of each package. - 


Va 


Sales Manager and Son-in-law 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER, OR write 


THE WOODHILL CHEMICAL CO. 


1390 East 34th St., Cleveland 14, Ohio 


“Originators and World’s Largest Manufacturers of Plastic Aluminum” 
THE NATION’S ONLY MOTHER-IN-LAW APPROVED FIX-IT LINE 
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Inventory is faster, more accurate 


with Maluonul of, Shiling ag 


Busy dealers agree that National’s new 
Decimal Packaging simplifies their job at 
inventory time. Every “National of 
Sterling” item is packaged in units or 
multiples of fen, instead of a hard-to- 
figure dozen, '4 dozen, '4 dozen, etc. 
National’s unit pricing system makes ma- 
chine figuring a snap! 

It all adds up to easier, more accurate 
inventory when you handle the line that’s 
packaged for today’s busy retailer— 
“National of Sterling.” Write for Free 
catalog. 


* + 
* 


* * Solid Zuality Throughout 


NATIONAL MANUFACTURING CO. 


* Dept. 16003 First Avenue, Sterling, Ilinois 


» 


warioual) 
wig. C0 \ 
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HERE’S WHY 


NUM 

DYER E-Z-PLY =: 
“BONNER BILL PASSES" 
ANKLE AND) 


Pe MARIN A 4 


LETTERING 
REFLECTS AT NIGHT 


BOATS & MOTORS 
TOLEDO 23 OHIO 


Bold and Brilliant 
By Day 
Reflect At Night 


THE BROWNS 


it are 


‘ 


All Types of Signs 


DISPLAY DYER E-Z PLY SCOTCH- 
LITE NUMBERS AND LETTERS 
ALONG WITH YOUR U.S. STEEL 
MAILBOXES. 


EVERY DEALER WILL NEED A 
DYER NUMBER KIT. 


> 
4 


UV W X Y L| 


No. 1 SCOTCHLITE, REFLECTING 
SILVER WITH BLACK OUTLINE 
395 3° LETTERS & NUMBERS. 

LIST $79.00 — Net $47.40 
List .20 Ea. — 


B 
SE 


ERS 
LL 


"WATERPROOF"—3" SIZE MEET STATE & COASTGUARD REQUIREMENTS 


? f sit rh 


No. 6 SCOTCHLITE REFLECTING 
SILVER WITH HEAVY BLACK 
OUTLINE. 380 1%," LETTERS & 
NUMBERS. 

LIST $38.00 — LIST .10 Ea. 


APPLICATION REQUIRES NO WATER, GLUE, OR VARNISH, AS EASY 
TOO APPLY AS A BANDAID, JUST PEEL OFF BACKING AND PRESS ON. 
EXCELLENT FOR APPLICATION TO THE CURVED SURFACE FOUND AT 
THE BOW OF MOST SMALL BOATS. HANDSOME DISPLAYS FREE WITH 


ASSORTMENTS. 


MORE DEALERS ARE MAKING MORE MONEY BECAUSE THEY ARE DIS- 
COVERING MORE PRACTICAL USES FOR DYER NUMBERS & LETTERS 


America’s Finest — Order Today From Your Favorite Jobber 


DYER SPECIALTY Co. Inc. 13019 East Los Nietos Rd. P. 0. Box 2513 Santa Fe 


Springs, California, Warehouse in Michigan City, Indiana and Groton, New York 


MARCH 1960 
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CABINET HARDWARE 








Mirra-Cote 


BATHROOM FIXTURES and CABINET HARDWARE 


UNCONDITIONALLY GUARANTEED 





NEVER TO TARNISH, PEEL OR CRACK 








tee peerage a : ue ¥ 4 
id pein aes ae Mine gee ag a RATS eo a Ne Beagae ca * acereat 
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Salutes You! 


Wa BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX . . . and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


* 


GARDEN HOSE ® SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


yy | 
Vt 
PAK 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 

















sh. oe | EXTRA 
| VALUE i 
“HOLSTER-PAK”, the greatest merchandising ad- FREE 


vancement in packaging of the decade, is the perfect HOLSTER -Power- Tape - 
blend of product, package, promotion, and utility. This p-PAK. 
sturdy leatherette tape-holster clips on the belt and a in HOLSTE 


with BELT CLIP 
keeps the tape handy on the job at all times. Your 


customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale ‘Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 


YA (Fa RULE C0. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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Every Year... Thousands wipe ‘Ene Ail Ine 


of Home Owners Buy PROFITS... MERCHANDISING... 
A GENUINE * CONSUMER ACCEPTANCE! 


YA Nw i = Y s ADVERTISED me MONTH 


ALL EXTRUDED ALUMINUM SCREEN DOORS "Tee 
AND ALL-WEATHER CONVERTIBLE DOORS seiechestemnbinens 


@ COMPLETE—PRE-DRILLED—READ TO INSTALL! Retail $29.95 
@ DOUBLE REINFORCED CORNER SECTION! 
@ ADJUSTABLE HEIGHT AND WIDTH! ovt Retail $39.95 
@ PACKAGED ONE TO A CARTON! nr ste x" \ Model B-3 Convertible 
Manufactured by: —_ LER All-Weather Door 
YANCEY COMPANY, Aluminum Products Div. PorreR Retail $49.95 
Sacramento, California 
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LO) Dy V4 4 relate Ol 10), 
SCREWDRIVERS 


Featuring the Original j 
were O) 7.300) Cree eeeeeeeee . 


Exclusive, patented LOK-BLOK prevents blade 
drive through and twisting. 


Quality Unsurpassed—Performance Unequalled 
Hexagon blades of finest chrome vanadium 
steel tempered entire length, chrome 
plated. Handles of unbreakable, fire 
resistant Tenite II specially shaped 
for sure grip, comfort. Standard 
Both lines have the specially Screwdrivers 
engineered crosspoint bit Have same top qual- 
—recognized as the ity and outstanding 
best. Bit fits both onpee fexe opt Gei 
types recessed 9 5 = ar eee ye 
Send ecuews. E-ZEES—but low priced. 


HOLD-£-ZEE & UPSON LINES FEATURE 
HOLD-E-ZEE SEL-FAST MERCHANDISING UNITS 
The Original Aute- pe 
matic Grip Screwdrivers 
Famous spring action Gripper 


recedes deep into handle 
giving full blade use. 


The ONLY Full Featured Drivers UPSON BROS., INC. 


ROCHESTER 14, N.Y. 


For Details Circle 20 on INQUIRY CARD 
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New | ’n AC KIT 


lets customers re-web chairs 


a: kit repairs a chair 
a 2 kits re-web an entire chair 
04004 4 kits re-web an entire chaise 


Customers mix or match colors without buying un- 
necessary vardage. And you sell ‘em right out of 
this eye-catching carton with no time lost in measur- 
ing, trimming or wrapping. 

6 yds. rolls of AlrR-Lite Saran Webbing woven of 
Firestone Velon are individually packed in trans- 


parent bags with display cards attached. Bags con- 
tain 15 metal screws and washers as well as how-to- 
do-it instructions. 30 rolls to the carton. Standard 
assortment: green, yellow, red, white. Pastel pack: 
pink, turquoise, black, white. 244” wide herringbone 
weave. Write for details, 


ONE SOURCE PROVIDES ALL THESE SALES LEADERS 


AIR-LITE <6 


FIBERGLAS * 


Screening 


Sell the nation’s most 
wanted Screening off 
this space-saving rack. 
Only $11.95 with 6 
roll purchase. 

$16 BONUS: You get 
a 50 ft. roll of ArrR- 
Lite Fiberglas Free 
with order. Retails 
for almost $16. 


AIR-LITE 
Outdoor Furniture 
Cloth woven of 


Firestone én” 


This sale-making Dis- 
play Rack Free with 3 
roll order. 





'F 


yee CHAIRS 
>) Saran AIR-LITE 
4 Aine! ~ Weng i Chair Webbing 


woven of 


nay ' Firestone )eGn)* 


Display rack stores, 
sells, dispenses. Free 
with 4 roll order. 





AIR-LITE 
Furniture 
Cloth Kits 


Each kit re-covers 
one deck or beach 


chair. Display 


stand holds 24 


kits. Free 
with order, 


Plastic lloven Products Ine. 


prominently. It's the line 51 Camden Street, Paterson, N. J. 
*tm OCF Corp of least sales-resistance. Weavers of AIR-LITE Products 


Feature Atr-LiTeE products 


@Firestone See your wholesaler or 
Plastics Co. write us. 


Sales representatives: John H. Graham Co., Inc. 
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EW TARGET GUN! 


Designed for MARKSMANSHIP TRAINING 


Now with 50-shot automatic feed feature—for more ac- 

curacy—more sales appeal! Successfully introduced in 

NRA’s National Rifle Matches, Junior and Tyro School at 

Camp Perry, Ohio. Approved for NRA 15-foot range 

enw use at home and in clubs. Ideal for family fun 

SPECIAL s and inexpensive target practice. 


TARGET- 
SHOOTING 
FEATURES: 


HOODED 4-WAY FRONT SIGHT 
WITH 4 APERTURE DISCS 


(Illustrated Above Gun) 


SSN 
“eee — BB GUN 


FOREARM OF WOOD RICOCHET 
—# SOUND! 


ADJUSTABLE REAR PEEP SIGHT —with or without BBs! 


Brand NEw 850-shot “97” makes 
real ricochet sound when shooting 
BBs—same exciting sound when 
fired without BBs. A sensational 
sales feature! Western styled. 


*6 VALUE GUN FREE IN 





cect as 9 : 


: PACKAGE | CONTENTS” 


WOODEN STOCK “ADJUSTABLE” (No. 00-61-0170) 
Template and Directions for shorten- Retail Value — 
ing stock to fit shooter’s arm-length. | (1) No. 99 TARGET SPECIAL RIFLE $14.95 
aun 3 (2) No. 97 RICOCHET SOUND BB GUN.. 19.90 

(1) No. 


ee 30 | QRDER“170” 
(2) Ne. : 130 | FROM YOUR 


TOTAL $88.50 


With FREE 102 COUPON, JOBBER 
STREAMERS, AD MAT Now! 
PROMOTION PACKAGE No. 00-61-0170 : 


| 10 Individually Packed Cartons in Shipping Container $ upon 
fe. Weighing 39 He. a Hy rps k 
ESS REMMI ape ee a with ea ackage 


Offer Ends May 1, 1960 


HG NPM A 

















Big Spring Advertising on TV—IN COMICS—BOYS’ LIFE 
DAISY MANUFACTURING COMPANY « ROGERS, ARKANSAS, U.S.A. 


PRICES HIGHER CANADA 
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WE PROVIDE THE PLANTER agile # @ 
PLUS a BIG wat 


ie NOZZLE 1% DEALER PROFIT 


Z DIAL ANY SPRAY 
a cy CO 3 To introduce our new DIAL-A-SPRAY NOZZLE we're going out on a limb 
PR ed Se “Sat to help you grow a money tree RIGHT IN YOUR STORE! If you act now, 
mad anuati SY Oc RR ir you can get a handsome planter ABSOLUTELY FREE. We'll put in 30 new 
fast-moving DIAL-A-SPRAY NOZZLES for which you pay a modest $10.90. 
Your cash harvest will be your original $10.90 PLUS ANOTHER $10.90 
—just like picking money off a tree! 


HERE © THE DEAL: 


30 DIAL-A-SPRAY NOZZLES @ 68c (Sugg. Rtl.).......sseeeeseeeees $20.40 
FREE PLANTER 


NO. 160P “PLANTER-PAC” SPECIFICATIONS — Height 10”, 
Width 10”, Depth 10”, Overall height with sign 17”, Shipping 
weight 31% Ibs., individually packed. 


TO: H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


© Ship a No. 160P “PLANTER-PAC” through my jobber. 
© Enclosed is 25c. Send a sample DIAL-A-SPRAY NOZZLE postpaid. 


Name 





Address _ City State 
Jobber 
Jobber’s Address _ 
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BATTLE CREEK, MICHIGAN 
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HARDWARE CLOTH —available 
in 100-ft. and other standard + 
rs pSaeeees ik H an 
length rolls, widths from 24” to Seeee CEES ER SEES: it i 
4414-4-44444415441444 ie * 
48”; heavily galvanized after tt aeanes tt ae 
weaving. ‘ 
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STONE WIRE~a general-purpose 
wire=packaged in 12-Ib. coils, 
gages 16-27, available black an- 
nealed or galvanized. 





























WOVEN FLOWER BED BORDER MERCHANT WIRE—a general- POULTRY NETTING — packaged GENERAL PURPOSE WELDED 


—available in standard length purpose wire. Standard weight in 150-ft. rolls, widths from 12” WIRE FABRIC — 100-ft. rolls; 6 
rolls; 16”, 22” and 28” widths; coil 100-ibs., gages 6-18, avail- to 72”; %”, 1” and 2” meshes; widths from 24” to 72”; mesh 
light or heavy weight, galvanized. able annealed or galvanized. galvanized before weaving. sizes from 2” x 2" to 2” x 4”. 
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The Image of CFel... 


ready to supply you with 
STEEL HARDWARE PRODUCTS 


Quality steel Hardware Products made to exacting standards by one of America’s 
. that’s one thing this giant steelman stands for. 

And, there’s another phase of CF&I that he symbolizes... Service—the na- 
tional network of CF «I sales offices and warehouses which make adequate stocks 
of such products as Hardware Cloth promptly available to you. 


leading steel companies. . 


He can help you increase repeat sales by providing customer satisfaction—the 
CF«I Steel Hardware Products line. Get complete information today, from your 
hardware products jobber, or from any CF«&I sales office listed below. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque - Amarillo - Billings - Boise - Butte - Denver - El Paso - 
Lincoln « Los Angeles - Oakland - Oklahoma City - Phoenix - Portland - 
Seattle - Spokane - 


Farmington (N. M.) - Houston - Kansas City 
Pueblo - Salt Lake Gay * = Froncleco San Leandro 
Wichita 


QUICK HITCH® GATE SPRINGS 
—oil tempered high carbon steel; 
japanned or galvanized finish; 
hook end; 15 15/16” long; 6 to 
the box. 


2 








Vea 


WOVEN ORNAMENTAL FENCE— 
100-ft. rolls, 36”, 42” and 48” 
widths; light or heavy weight, 
both uniformly galvanized. 


MARCH 1960 


INSECT WIRE SCREENING —gal- 
vanoid, aluminum or bronze; reg- 
ular widths from 16” to 48”, 100- 
ft. rolls, standard 18 x 14 mesh. 


NAILS—CF&I Nails and Staples 
are available in sizes, finishes, 
coatings, heads, points and 
shanks to suit virtually every 
type of construction need. 
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PERFECTION® DOOR SPRINGS— 
strong, regular or light pull; ja- 
panned, galvanized or cadmium- 
plated; looped or coned hook 
end; 16%” long; 12 to the box. 
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By RALPH W. CROSBY 


Chilton News Bureau, Washington, D. C. 


Western Builder Calls Federal 
Housing Program Discriminatory 


Congressmen studying a Dem- 
ocratic proposal for a $1 billion 
emergency federal housing pro- 
gram are keeping Westerners in 
mind. Their minds were tuned 
westward by a California builder, 
who charged that the program 
unfairly discriminates against 
prospective low-income home 
buyers in remote areas. 

Chester H. Spiering, of Ar- 
cata, Calif., told a House sub- 
committee that builders in areas 
remote from metropolitan cen- 
ters have been seriously hurt 
because of the lack of available 
mortgage financing. 

Spiering, a developer and 
builder in California, Oregon, 
and Washington, testified that 
“because of our remoteness from 
metropolitan areas, we are un- 
able to obtain mortgage financ- 
ing with FHA and VA insurance 
through regular banking chan- 
nels.” 

The Democratic bill, opposed 
by the Eisenhower administra- 
tion, would put $1 billion in Trea- 
sury funds into the purchase of 
FHA and GI loans on moderate- 
priced homes. 

The bill would help end the 
tight-money situation and would 
increase builders’ hardware sales 
for Western hardwaremen as 
long as there is no discrimina- 
tion. 

But Spiering complained that 
in areas distant from metropoli- 
tan centers, FHA and “occa- 
sionally VA” do not cover actual 


28 


costs and a “reasonable profit” 
to a builder in arriving at their 
home valuations. 

He said that because of the 
inequities in the federal loan 
system Western builders must 
turn to “conventional loans with 
second mortgages and all the 
accompanying dangers.” 

The legislation has the back- 
ing of homebuilders and some 
economists. But with Eisen- 
hower bucking it, a compromise 
seems in the offing. 

oo * ok 

PARCEL POST rates went up 
an average 17.1 per cent Feb. 1. 
... Mail users groups are taking 
the matter to court but chances 
are they won’t reverse it... 
It means added costs to Western 
mailers ... For instance, a four- 
pound package sent from West 
Coast to East Coast would cost 
$1.02 rather than previous 87 
cents ... Same package for local 
area delivery a nickel more. Eis- 
enhower also asking Congress 
to approve one-cent boost in 
first-class and air mail rates... 
Would cancel out post office defi- 
cit . . . Election year Congress, 
however, doesn’t lean his way. 

ok * * 

NEW ALASKAN freight 
rates are in effect despite action 
of Alaska’s congressional dele- 
gation ... Carriers in Alaska 
trade now charge 10 per cent 
higher rates ... But delegation 
is not finished . . . More hearings 
coming up... Federal Maritime 


for WESTERNERS 


Board still investigating .. . If 
they decide rate increase is un- 
fair, the money paid would have 
to be refunded. 

He ca * 


BIGGER MARKETS in the 
making for the West... Popu- 
lation growth continues to be 
highest in country, as it has for 
more than 100 years. The popu- 
lation of the West, including 
Alaska, has increased 32.3 per- 
cent from 1950 to 1959. 


* * * 


OUTLOOK FOR LUMBER 
industry in 1960 is favorable 
. .. Production and consumption 
will probably be at, or near, the 
1959 level: 1959 production was 
about 36 billion board feet. 

* * x 

CONGRESSIONAL backers of 
the Small Business Investment 
Act are upset by recent apprais- 
als which characterized the pro- 
gram as “an appalling flop.” The 
Senate Small Business Commit- 
tee is trying to find answers to 
such questions as: “Why did the 
interest in the program fall off 
so drastically after the first in- 
itial surge.” After 18 months, 
experience with the act, the com- 
mittee feels some changes in 
regulations and administration 
are necessary. 

ok * oa 


WESTERNERS in Eastern 
news and vice versa .. . Harold 
J. Powers, former Lieutenant 
Governor of California, has been 
appointed Deputy Administrator 
of the General Services Admin- 
istration in Washington .. . 
Francis D. Miller, of Rochester, 
N. Y., has been appointed Dep- 
uty Commissioner for Federal 
participation in the 1962 inter- 
national exposition in Seattle. 
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THE BEST LAWN SPRINKLER EVER MADE 


NEW AND EXCLUSIVE RAIN BIRD PRECISION-JET ARM* puts this sprinkler years “ees 
ahead of all others. New arm eliminates all side or back splash, keeps walks, 

driveways and patios dry. Water goes only where it’s wanted. There’s no waste, 

no puddling. 

Ideal for installation along walks or next to buildings, the Precision-Jet can be 

used singly or in combination with other great Rain Bird home and garden 

sprinklers. It is available in three models: the 25PJ, part circle sprinkler; the 

25PJ-FP, part or full circle sprinkler; and the 25PJ-DA, part or full circle 

sprinkler with “Do-All” baffle for controlling distance of water throw. 


Each 25PJ-DA on sled base is individually pack- 
aged in a self-display box that’s a solid shopper- 
stopper. Handsome white sprinkler base, sturdily 
made, offers lawn-time beauty and sprinkling ease. 


For profits that count, you can count on Rain Bird Precision-Jet! Order from 
your wholesaler today; or write, wire or phone direct for complete information. 
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SOUARE “GEE* 
MALLEABLE PIPE FITTINGS 


—] GRABLER 
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GREETING CARD LINE attracts additional women 
customers to store. Display can be seen from street. 


_ get 
* 


POPULAR SECTION with men is auto parts. Well- 
stocked displays help boost overall gross sales. 


TRAFFIC INCREASES WITH UNUSUAL LINES 


The Clairemont Square 


Hardware & Paint Store 
San Diego, California 


ONVINCED that healthy, 

year ’round sales are the 
result of building consistent vol- 
ume pedestrian traffic, Gil Nee- 
ley, owner of The Clairemont 
Square Hardware & Paint Store 
in San Diego, California, added 
new lines which he knew cus- 
tomers wanted. These were 
items not being carried by other 
hardware stores in his area. 


“WE FELT,” said Neeley, 
“that if customers knew we car- 
ried items which are not nor- 
mally found in hardware stores, 
they would come in for these 
items. At the same time they 
would make us their shopping 
center for their other hardware 
needs. I believe we’ve accom- 
plished this with our auto parts 
and greeting cards line.” 

The auto parts section of the 
store is marked by a large sign 
hung from the ceiling which is 
plainly visible to all passersby. 
The greeting card feature is ar- 
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ranged within a few feet of the 
store’s window. It is also an 
attention-getter because of the 
many colorful cards neatly 
shown on the fixture. 


IT’S NOT UNUSUAL for 
Gil Neeley to sell up to 55 cards 
in an hour’s time. Prices for 
cards range from 15 cents to a 
dollar. But more important are 
the tie-in sales which often re- 
sult. “Just this morning,” Nee- 
ley points out, “a woman bought 
several cards and while paying 
for them, she remembered that 
her husband needed some wood 
clamps for a table and chairs re- 
gluing project he was working 
on. I was able to determine the 
size clamps he’d need, and a sale 
resulted.” 


FOR THE MAN doing minor 
automobile repair, The Claire- 
mont Square Hardware & Paint 
store carries most of the re- 
placement parts he will need. 
Here he will find ignitions, 


points, rotors, coils, thermostats, 
gasket materials, and dozens of 
other items. “Right from the be- 
ginning,” Gil Neeley points out, 
“we did not plan to get involved 
in handling the more technical 
repair items. My personal 
knowledge of automotive work 
was much too limited. By carry- 
ing fast moving external parts 
only, we are able to service the 
needs of most of our customers.” 

Included in the auto parts de- 
partment is a selection of bicycle 
parts which the customer would 
normally have to buy in a bicycle 
specialty store. “I checked,” 
says Neeley, “and found that no 
one else carried bicycle pedals, 
pedal blocks, and horns.” 

Gil Neeley has found that it 
is the simple, seemingly unre- 
lated items, like greeting cards, 
that help generate in-store traf- 
fic. These items help make tie-in 
sales for the rest of his hard- 
ware business. 
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Sales Building Service May Cost More 
Than the Profit, But Dealer Finds It Worth- 
while .. . Promotion Through Advertising 
Also Pays Off 


Burien Hardware, Inc. 
Burien, Washington 


HARDWARE store that tried 

to carry everything its cus- 
tomers ever requested, would 
soon find itself with an unman- 
ageable inventory on its hands. 
Yet the store that frequently 
fails to have a requested item, 
will soon find itself running out 
of customers. 

At Burien Hardware, Inc., the 
distance between these two ex- 
tremes is neatly bridged by the 
special order service which the 
owners provide. Without over- 
burdening their inventory, they 
are able to meet their custom- 
ers’ requests almost without ex- 
ception. 


HOUSEWARES is next to garden tool section. Manufac- 
turers’ merchandising aids are used in displays. 
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SPECIAL ORDER ITEM is being tagged for customer 
pickup by co-owner Bob Allen. 


Burien Hardware was estab- 
lished in the unincorporated 
community of Burien, Wash., in 
1946. The community is a rap- 
idly growing suburban area just 
south of Seattle. It is also an 
attractive location for hardware 
stores, of which at least 10 are 
located within a one-mile radius 
of Burien’s downtown district. 

THE STORE WAS STARTED 
in 1946 by co-owner Mac Mc- 
Clung and a partner. In 1949, 
Bob Allen and his father Mark 
Allen bought out the other part- 
ner’s interest. Active managers 
of the business are McClung and 
Bob Allen. 


Since 1949, sales volume of 
the store has increased two and 
one-half times its previous vol- 
ume. The firm has five full-time 
employees and two part-time 
employees. Sales area now mea- 
sures about 3600 square feet. 

The business, in fact, has now 
outgrown its sales area, the 
owners report. They hope soon 
to remodel and expand the ex- 
isting building to give them 
5000 square feet of sales area 
plus reserve warehouse space. 

Part of this new space will be 
devoted to display of power lawn 
mowers and power tools, which 
the store promotes aggressively. 


POWER MOWER and garden supplies displayed in sepa- 
rate section. Allen discusses mower with prospect. 
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The owners feel they are handi- 
capped in merchandising these 
items and anticipate that more 
floor space will improve their 
already favorable sales volume 
in these two categories. 

“THE IMPORTANT COR- 
NERSTONE of our business has 
been our ability to produce the 
merchandise the customer 
wants,” Bob Allen says. “We 
prefer to have it on hand for 
immediate sale and in the large 
majority of cases we are able 
to do this. We use a regular 
“want book” to maintain our in- 
ventory efficiently and this book 
is always located in a specific 
place in the store. 

“The one thing we specifically 
avoid is to tell a customer we 
don’t have an item he requests, 
and let it go at that. We make 
it a rule never to let a customer 
go out the door without at least 
offering to get a requested item 
and to get it at a specific time. 
This is the basis for our special 
order service, which we have 
used successfully for a number 
of years.” 

When the store does not have 
an item requested, the customer 
will often be willing to come 
back for it later—if he knows 
that the store will specifically 
order it and that it will have 
the merchandise there at the 
promised time. The owners, ac- 
cordingly, will set a time such 
as five o’clock of the following 
afternoon. To give the customer 
further assurance, they write 
the order down in a special or- 
der book. This is simply a 


GIFTWARE is combined with housewares in large display 
along wall section. Note hanging brass trays. 
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printed order book in which 
they write the customer’s name 
and telephone number. The lat- 
ter is usually taken down as ref- 
erence and so that they may call 
the customer if he does not 
come in to pick it up. 

They then make a special trip 
to suppliers, usually in down- 
town Seattle. They use a pick-up 
truck for this, which they also 
use for special deliveries to cus- 
tomers’ homes. When the item 
has been picked up, it is placed 
on a section of counter that is 
used for “will call” orders. The 
white copy of the order is at- 
tached to this merchandise. The 
presence of the yellow copy only 
in the order book indicates that 
the merchandise has been picked 
up. 
“Tt sometimes takes as many 
as 10 calls to find a particular 
hard-to-get item,” McClung ex- 
plains. “In such cases, the time 
and expense are usually greater 
than the profit on the sale. But 
we consider this a goodwill and 
sales building service that is 
worth more to us than any such 
cost. We have about 25 of these 
special orders that we pick up 
every week. Although we deliver 
when requested, most of the 
items are picked up by the cus- 
tomers who order them.” 

THE SERVICE TIES-IN with 
the owners’ general policy of 
promoting firm and friendly per- 
sonal relations with their cus- 
tomers. Operating in a suburban 
area, they must get a high per- 
centage of return of their regu- 
lar customers. One of the best 


ways of doing this is to learn 
the names of customers and, if 
possible, put yourself on a first 
name basis with them, they be- 
lieve. 

The first of 1959, the owners 
were able to acquire the small 
store space next door. Because 
of their ambitious remodeling 
plans, they have not integrated 
this space with the rest of the 
sales area. However, they use 
this for storage and display of 
power lawn mowers and some 
power tools. 

IN POWER TOOLS, the store 
maintains an inventory of about 
$7000 worth of merchandise, 
which it turns about twice a 
year. The owners expect they 
can improve this substantially 
with larger and better display 
space. 

The store sold about 40 power 
lawn mowers in 1958, and will 
approximately triple that figure 
in 1959. One big reason for this 
increase, the owners say, is the 
new model rotary mower which 
the manufacturer of their prin- 
cipal line introduced in 1959. 

“This is a quality piece of 
merchandise that we believe 
out-performs anything else we 
have seen,” Mr. Allen says. 
“However, customers have to be 
convinced of this superiority 
and the best way to do this is 
to demonstrate. We demonstrate 
this unit at the prospective 
buyer’s home and find that it 
yields a sale in most cases.” 

PROMOTION THROUGH 
ADVERTISING has been a 

(Continued on Page 54) 


HAND TOOLS are located on wall section. Hanging dis- 
play boards are used to full advantage. 
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Doorway Display of Unusual 
Clocks Jumps Sales 


Shearer Hardware Company 
Colorado Springs, Colorado 


F the hardware dealer wants to sell a better 
percentage of clocks in all categories, he should 
experiment. Creating a “display which attracts 
the customer coming and going” is one way, ac- 
cording to Lloyd Shearer, of Shearer Hardware 
Company, Colorado Springs, Colorado. 

The Shearer store is an active, aggressive 
neighborhood hardware store in an eastern sub- 
urb of Colorado Springs. It had sold what seemed 
at first glance a thoroughly satisfactory clock 
volume through most of its experience. However, 
after reading over the results of a sales competi- 
tion staged by a national manufacturer, Shearer 
got an idea. He decided to experiment, particu- 
larly after taking time to think over various 
aspects of the clock market which the store had 
not featured before. 


RESULTS OF CONVERSATIONS with cus- 
tomers, clock manufacturers, and a realistic sur- 
vey of the potential market convinced Shearer 
that he had some powerful merchandising ammu- 
nition at hand. A new pegboard display built 
immediately to the side of the front entrance of 
the store was utilized. The adoption of merchan- 
dising slogans, eye-catching “stunts” and aggres- 
sive personal suggestion was also used. 

Since that time, Shearer Hardware Company 
has constantly worked on the theory that “no 
body ever had too many clocks” and “a clock is 
the most useful gift of all.”” Depending on wheth- 
er the prospect is interested in a clock for him- 
self, or as a gift for someone else, either approach 
works out very well. 


NUMBER ONE POINT in Shearer Hardware 
Company’s clock sales program is the display. 
Some 20 examples of clocks, including wall mod- 
els, simple alarms, travel alarms and decorative 
mantel clocks, all in low to moderate price ranges, 
are shown on a single three by eight foot peg- 
board panel close to the doorway. 


IN BUYING for the clock department, Shearer 
carefully “stays away from the standard models.” 
He looks for unusual, colorful, eye-catching styles 
of clocks in all brackets, which are not too likely 
to be duplicated in any other store in the area. 
Odd shapes, sizes, numerals, brilliant color com- 
binations which fit the clock into den, boudoir, 
or the kitchen are all featured. 
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OVER 20 CLOCKS can be displayed on this Peg Board 
merchandiser. Located left side of front exit, display 
attracts customers coming and going for extra sales. 


Everyone in the Shearer organization is ag- 
gressively selling clocks. The display gets so much 
attention that the majority of customers pause 
at least briefly at the display. When this happens 
the nearest salesperson will step forward and 
ask “Did you know that we are specializing in 
clocks?” This is always a leading question, and 
the sort which will often bring up a conversation 
on clock reliability, brands, etc. Most important, 
it serves to remind many prospects of faulty 
clocks at home, mechanical models which run 
down too rapidly, or the lack of clocks in every 
room in the house. 


MANY NEW tract homes are being built with- 
out mantels and fireplaces. This has led to extra 
demand for clocks, Shearer has found. Big, orna- 
mental clocks which cover a lot of wall space, are 
the logical “substitute” for the usual fireplace 
and mantel. 

No extra advertising expense went into the 
clock department. Relocating it, familiarizing all 
personnel with the sales points of each new clock 
added to the stock, and a certain amount of “indi- 
viduality” in the clock inventory were sufficient to 
increase volume two and one-half times in clocks 
in the space of only a few months time. 
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Separate Room for 
Power Mowers 


Specialized Merchandising Moves Lawn 
Mowers ... Top Brand Names Sell in Low- 
Income Area... Customers Sell Them- 
selves with Mower Demonstration 


Downing's Hardware 
Denver, Colorado 


OWER lawn mower merchandising has become 

an altogether separate subject. As such it re- 
quires specialized treatment, according to John 
Wear, of Downing’s Hardware, in Denver, Colo- 
rado. 

Despite the fact that the store is located in a 
lower-income area, Downing’s Hardware turns 
over better than 250 power lawn mowers a year. 
Every one of them is in the middle to better-priced 
classifications. The big end of the sales volume is 
between $89 and $125. This is a distinct achieve- 
ment in the fact of intense competition. 


THE SECRET of steadily profitable turn-over 
in this category is “real specialization,” according 
to Wear. Analyzing some of the obstacles in the 
way of steady lawn mower profits, Downing’s 
Hardware has overcome some of these problems. 
One of them was confusion on the part of the 
average home owner as to what he ought to buy 
for the type of lawn-cutting job he has to do. 
Another is the confusion which comes from many 
conflicting claims and literally dozens of brands 
on the market. Then, of course, there are such 
matters as the need for service, the reputation 
of manufacturers, the difficulty of making active 
displays and feminine fear of gasoline-powered 
equipment. 
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POWER MOWER STOCK in separate room awaits in- 
spection and demonstration by prospective customers. 


To minimize the service and reliability prob- 
lems, Downing’s Hardware has taken a simple 
shortcut by carrying only top-drawer makes of 
power mowers. These show an extremely low 
incidence of service needs. 


ALL NINE BRANDS were selected on the basis 
of low service cost and complete reliability. This, 
logically, meant that the store could not offer 
rock-bottom-price “economy models.” At the same 
time, there would not be instances of losing good 
will because of mower breakdowns. 

Instead of attempting to sell mowers which in- 
volve a high expenditure in the midst of many 
other simultaneous store operations, the Denver 
hardware store created an altogether separate de- 
partment in a 15x9 ft. room. This divides the 
hardware and appliance divisions of the store. 
Here, about 15 mowers can be shown simultane- 
ously, in neat rows on either side of the room. 
Because doors close off the room entirely from the 
rest of the store, there is a quiet, orderly atmos- 
phere which customers appreciate, “particularly 
when they want to discuss time payments and 
financing,” Wear observed. 

In this quiet, separate space, it is possible to 
narrow down the customer’s choice to the right 
lawn mower in jig time. Standard procedure is to 
find out how large a lawn is concerned. The type 
of grass involved and the nature of the lot is 
learned before advising the customer on the right 
mower, including width, gasoline or electric, reel 
or rotary. 

Once the decision has been made as to the gen- 
eral type, the salesman then carries the program 
one step farther by stepping out into a “demon- 
stration yard” fenced in between two buildings 
owned by the Downing’s Hardware management. 
There is plenty of space to fire up any machine, 
demonstrate its self-propulsion, muffler, adjust- 

(Continued on Page 54) 
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WESTERN 
CONVENTION & 
SHOW SECTION 


Optimism is the Keynote at Conventions 
in the West... Promise of Record Break- 
ing Shows is Fulfilled .. . Attendance Up 


at All Shows 


INTERMOUNTAIN ASSOCIATION 
HARDWARE AND IMPLEMENT DEALERS 


The 56th annual convention 
of the association was held at 
Salt Lake City, Utah, January 
24-26. More than 500 dealers 
were on hand from Utah, Idaho, 
Wyoming, Nevada and Oregon. 

Ingle Weeks of Caldwell, Ida- 
ho, was elected president for the 
coming year. Other new officers 
include vice president—A. L. 
Elemr, Panguitch, Utah; vice 
president — Dellin Erickson, 
Nyssa, Ore.; and board of direc- 
tors—Ear] Greenwalt, Jerome, 
Idaho; Joseph Etchingham, Og- 
den, Utah; Scott Schofman, 
3oise, Idaho; and Duke Page, 
Spanish Fork, Utah. 

J. N. Counter, sales manager 
of Colorado Fuel and Iron Co., 
gave an optimistic picture of 
the economic outlook for the 
future in his talk, “The Chal- 
lenge of the ’60’s.” 

W. G. Mashaw, executive 
vice president of the National 
Retail Hardware Association, 
spoke of the new decade, saying, 
“it will provide tremendous op- 
portunities as far as economy is 
concerned and fierce competition 
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DISCUSSING PROBLEMS of the industry during the 
Intermountain Association convention are: Brooks Mc- 


Cormick (left), W. G. Mashaw (right), Jess McClellan 


(left rear), outgoing president, and Howard W. Price 


(right rear). 


as far as the hardware business 
is concerned.” 

Howard W. Price, executive 
vice president and general man- 
ager of Salt Lake City Hard- 
ware Co., stressed the inventory 
phase of business in his speech. 
“The biggest investment in our 
business is inventory, yet most 
of us take a serious look at it 
only once a year. The average 
turnover of twice a year for 
hardware is not sufficient. The 
turnover problem cannot be 
cured in 30 days, but only by 
doing what is necessary over a 
period of time and keeping a 
continuity of supply with a 
minimum of investment can we 
eliminate profitless prosperity,” 
he said. 

According to Brooks McCor- 
mick, executive vice president of 
International Harvester Co., 
protective tariffs offer little or 
no solution for mounting prob- 
lems of dealers. 

Other speakers during the 
convention were Paul Milliken, 
vice president of the National 
Retail Farm Equipment Asso- 
ciation; Leonard C. Farr, Coos 
Bay, Ore.; C. F. Pierson, Hop- 


kins, Minn.; and A. B. Morgan, 
New Holland, Pa. 

Jess McClellan, Montpelier, 
Idaho, outgoing president of the 
association, presided at the con- 
vention. 


HARDWARE INDUSTRY SHOW AND CONVENTION 


North Coast Retail Hardware 
Association, Inc., opened their 
1960 convention and show with 
a breakfast meeting on January 
24, in Portland. The show and 
meetings were held at the 
Shrine Auditorium. The first 
day’s activities closed with a 
“Hardware Roundup” hosted by 
the association. Chuck wagon 
chow was served and dancing, 
entertainment and prizes com- 
pleted the evening. 

“Oswald’s” breakfast started 
January 25. The convention 
was called to order with Frank 
Hedges, association president, 
giving the opening address. 
Richard “Dick” Marble, vice 
president and general manager 
of Yakima Hardware Co., spoke 
on “Cost Controls—A Key to 
Profits.” 

Don Farr, Farr’s Hardware, 
was moderator for a group dis- 
cussion on “Credit Selling.” 
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Other speakers included W. G. 
Mashaw, executive vice presi- 
dent, National Retail Hardware 
Association, who told the con- 
vention “Prepare to Prosper.” 
A group discussion was moder- 
ated by Grace Lambert, Harbor 
Hardware. The discussion cen- 
tered on “What Can I Do to Get 
People Into My Store When 
Everyone Else Carries the Same 
Merchandise I Do?” 

New officers elected during 
the convention were president— 
Roy Winkenwerder, Roy’s Hard- 
ware, Yakima; vice president— 
Donald Farr, Farr’s Hardware, 
Coquille, Ore.; vice president— 
E. J. O’Kelly, Seattle. Past 
president, Frank Hedges, be- 
came an ex-officio director. 

Managing director of the 
North Coast Association, Mar- 
tin Danko, announced that the 
1962 convention and show would 
be held in Seattle. 


CALIFORNIA GIFT SHOW 


Gift show registration topped 
8500 during the “Golden Anni- 
versary” event in Los Angeles 
January 24-29. This was the 
largest registration in the 25- 
year history of the show. In ad- 
dition there were 533 exhibitors 
in the show at the four loca- 
tions. 

Social highlight of the show 
was the traditional buyer-ex- 
hibitor breakfast. Nearly 1000 
guests were seated at the Bilt- 
more Bowl, January 26. Key- 
note speaker, Edmund P. Platt, 
vice president and general mer- 
chandise manager of Montgom- 
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ery Ward & Co., set the pace for 
the show. He asserted his be- 
lief that “the next 10-years are 
the most challenging of modern 
times and opportunities are un- 
limited.” 

Platt continued, “We are in 
the beginning stages of a cul- 
tural renaissance and it will 
bring the greatest demand in 
history for goods of good taste 
and design for our homes. Amer- 
icans are ready to get rid of old 
and crude furnishings and live 
in a better atmosphere. We 
want luxury and we have the 
money to buy it.” He urged 
store owners and buyers to “set 
your own standards of quality” 
and hold to them. And he said 
Americans should stop worry- 
ing so much about the impact of 
imports and “start finding out 
what we can sell in foreign 
markets.” Platt said he believed 
this country’s future strength 
lies in free trade as opposed to 
traditional tariff barriers. In 
this connection, he cited the 
growth of Europe’s “common 
markets.” 

Following his address, Platt 
was awarded a special plaque by 
W. H. “Pete” Bostrom, chair- 
man of the Gift Show Commit- 
tee. The plaque honored Platt 
for his services to the Los An- 
geles show. Platt was chairman 
of the show committee in 1951- 
53. 

Radio and TV_ performer 
Harry Von Zell was breakfast 
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master of ceremonies. Fred S. 
Meyer, owner of Geary’s, Bever- 
ly Hills, was chairman of the 
breakfast. 

Comments from exhibitors 
and buyers indicated that the 
healthy buying atmosphere was 
the result of favorable level of 
inventories. As one veteran fine 
china manufacturer put it: “We 
had the finest show in more 
than five years and that was 
just what we expected.” 

George L. Pascoe, president 
of Trade Shows Ltd., managers 
of the 50th gift show, stated 
that it was a great show, but 
now that it was over they are 
already working on the next one 
during July 24-29. 


THE MOUNTAIN STATES 
Hardware & Implement Association 


The Cosmopolitan Hotel in 
Denver was the scene of the 
58th annual convention of The 
Mountain States Hardware and 
Implement Association, January 
26-28. Theme of the convention 
was “Forward with the Soaring 
Sixties.” Out going president 
Fred Siebott of Craig, Colo., 
opened the first day’s meeting. 

Featured speakers included 
Brooks McCormick, executive 
vice president of International 
Harvester; Dr. Kenneth McFar- 
land of General Motors; and 
others of note. 

The second day of meetings 
were split into hardware and 
implement groups. Paul Marso- 


MAKING PEOPLE LAUGH is movie-TV personality PRESENTATION of flowers by Von Zell to Mrs. Donald 


Harry Von Zell’s business. He draws a laugh from Ed- 
mund P. Platt (left) and Pete Bostrom (right). 
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Zell, wife of gift show committeeman. Donald Zell is at 
far right. Dan Wilmot at far left. 
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OFFICERS AND DIRECTORS elected for 1960 at 58th convention of Moun- 
tain States Hardware & Implement Association. 


He 


ANNUAL BANQUET at the Mountain States Hardware and Implement Asso- 
ciation convention at Cosmopolitan Hotel, Denver. 


lek of Denver presided over the 
hardwaremen. Robert Fisher, 
IRHA planning engineer, held 
attention with his talk on “How 
You Can Have New Store Fix- 
tures Without Buying Them.” 

Officers elected for 1960 were 
president—R. J. Boggs, Grand 
Junction, Colo.; first vice presi- 
dent—Paul Marsolek, Denver; 
second vice president—Ray M. 
Moreland, Ordway, Colo.; and 
secretary - treasurer — F. W. 
Reich, Boulder, Colo., was re- 
elected. 


WESTERN CHINA, GIFT, HOUSEWARES 
AND TOY SHOW 

Spring buyers shopped a 
multi-million showcase during 
the San Francisco Gift Show. 
The show was held at Brooks 
Exhibit Hall, Sheraton-Palace, 
St. Francis and Sir Francis 
Drake Hotels and the Merchan- 
dise Mart, February 7-10. 

Both exhibitors and buyers 
commented that the 100,000 
square foot Brooks Hall was one 
of the most ideally situated loca- 
tions in the country. Buyers 
had a perfect chance to see all 
the top lines in full display. Most 
hotels had beautiful and unusual 
displays. Instead of simply put- 
ting risers on tables, originally 
built shadow boxes displayed 
numerous patterns and styles of 
china, glass and dinnerware. 

Continuing the trend of the 
past five years, imports were 
seen in greater numbers. It 
would have been hard to name a 
country that was not repre- 


ENTHUSIASM ran high at the San Francisco Gift Show. DISPLAYS by exhibitors were varied and unusual. Tables 
Exhibitors were busy writing orders. above were covered with giftwrap. 
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sented at the San Francisco 
show. 

A committee meeting was held 
February 9 by Western Ex- 
hibitors, Inc., sponsors of the 
gift show. Plans were discussed 
for the next San Francisco show 
which will be held August 7-10. 

Exhibits were open on Sun- 
day, February 14, and after the 
Western Breakfast, Monday, 
February 15. On Wednesday, 
the show opened after the Indus- 
try Luncheon at 3:30 P.M. and 
remained open until 10:30 P.M. 
for the 8th annual employees’ 
night. 

Tuesday’s Industry Luncheon 
featured speakers Dwayne Laws 
and Joe Burger. Laws, execu- 
tive vice president of the Na- 
tional Retail Hardware Associa- 
tion, informed his listeners to 
“Prepare to Prosper.” Burger, 
director of public relations for 
H. V. Nootbaar & Co., Pasadena, 
brought a dynamic and inspira- 
tional message to the audience 
in his talk on “Selling” one’s 
ideas. 

Highlight of the social events 
was the cocktail party and ban- 
quet at the Fairmont Hotel on 
Monday evening. Dancing and 
lively entertainment was pre- 
sented by the host, California 
Retail Hardware Association. 

Frank G. Bremer, Jr., outgo- 
ing president of the association, 
presided at the convention ses- 
sions. The newly elected officers 
for 1960 were introduced by 
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PRESENTATION OF THE GAVEL is made by outgoing president Frank 
Bremer, Jr. (left), to new president S. C. Schelling. Looking on are Ist VP— 
B. B. Bolfing and 2nd VP—G. W. Tomasini. 


Bremer during the last meeting. 
Officers elected include: presi- 
dent—S. C. Schelling, Exeter 
Mercantile Co., Exeter; first 
vice president—B. B. Bolfing, 
Elmwood Hardware, Berkeley; 
second vice president—G. W. 
Tomasini, Tomasini’s Hardware, 
Petaluma. Directors elected 
were E. F. Degregori, Los Banos 
Hardware, Los Banos; L. M. 
Morris, Morris Hardware, Weav- 
erville; M. J. Fitzgerald, Cul- 
ver’s hardware, Bencia; H. W. 
Hill, Hill’s Hardware, Linden; E. 


J. Horgan, Commercial Hard- 
ware Co., Reno, Nevada; and 
Stewart Ish, Salinas Hardware, 
Salina. 


WESTERN STATES HARDWARE-HOUSEWARES 
CONVENTION AND SHOW 


A Record high of 5176 regis- 
tered buyers and dealers were 
on hand for the three-day 
convention and show in San 
Francisco, February 14-16. This 
figure topped last year’s atten- 
dance by 19.4 per cent. 


BUYERS AND EXHIBITORS talked $182,000 worth of business at CRHA San Francisco Hardware-Housewares Show. 


MARCH 1960 


39 





BIG DEAL! Hardware Week Special: Swan Grass Stop 


packaged in 30-foot rolls...pre-priced at $3.49 to retail at 
only $2.89. Your cost only $1.93. And your customers actually 
get 6 feet free at no extra cost. Call your chee ai now. 
You can trust the products...made by Swan. 

Swan Rubber Company, Bucyrus, Ohio. 


For Details Circle 27 on INQUIRY CARD 
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Optimism in regards to the 
business outlook for 1960 was 
reflected in orders placed from 
the floor during the show. A 
total of $182,000 in orders, 
which was an increase of 25.5 
percent in orders placed over the 
previous year. 

The 6th annual California Re- 
tail Hardware Association West- 
ern Breakfast began the conven- 
tion sessions, which were held at 
the Whitcomb Hotel. News cor- 
respondent John Morley recreat- 
ed highlights of his recently con- 
cluded tour to the critical areas 
of the world. Morley reported 
on his personal experiences in 
Russia, giving many details of 
Russian business life. 

Fred M. Judson, D.D., Minis- 
ter of Trinity Church, Santa 
Monica, Calif., followed Morley. 
Judson’s delightful sense of hu- 
mor kept the audience in laugh- 
ter. 

Convention prize winners were 
announced at the conclusion of 
the show. The Hawaiian trip 
for two was won by Robert 
Baker, Baker’s Furniture & 
Hardware, Sparks, Nevada. 
CRHA Western Breakfast door 
prize, a trip to Las Vegas, was 


CONVENTION & SHOW SECTION 


QUEEN OF THE SHOW was selected by judges at CRHA Exhibitors’ 
Luncheon in San Francisco. From left: Milton Albin, Editor, HARDWARE 
WORLD; Gordon Andrews, D. E. Sanford Co.; Howard Fassett, Ekco-Flint; 
Queen—Jan Lickteig of San Francisco; K. B. Jacobsen, secretary-manager, 
CRHA; Ted Short, Rubbermaid; and Dale Butler, Monarch Marking System. 


won by Jerry Passadori, Passa- 
dori’s Store, Atwater. Other 
trip winners included Fred Se- 
ville, Work Lumber Co., Mon- 
terey; Dorris Johnson, Cali- 


- os 


fornia Trailer Supply, West 
Sacramento; Robert Kerr, Diss- 
ton Co., San Francisco; Sheila 
Mitchell, Alex Lind Hardware, 
San Francisco. 


SHANG he anaes 


RECORD HIGH of 5176 registered buyers and dealers had exhibitors busy during CRHA Show showing new products 


and merchandise. 


ROYALTY had its admirers as Queen 


Jan Lickteig reigned. 
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FOUR IN A CRIB rest weary feet 


during CRHA Show. 





WINDOW DISPLAYS were demon- 
strated at special booth at show. 
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Multiply 
your rental 
prospects 








Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
-.- greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


) a 9 MANUFACTURING CO. 


BETTER FLOOR MACHINES 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 
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FOR MORE THAN 30 YEARS 


HOLT MFG. CO. Dept. K-3 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 





Big Parade of 
JUMBO VALUES, 


Special! 
5-PC. HANGING 
TOOL ENSEMBLE 


Solid brass frame with smart 
black hanging poker 
and brush. 


only $3Oisr 





DELUXE WAGON 
_with Rollaway 
\)\, Hood and 
\!)) Warming 
Oven 


69 95 


/ 


for NEW CATALOGS 
WILSHIRE merc. co. 


4865 San Fernando Rd. West « Los Angeles 39, Calif, 
For Details Circle 28 on INQUIRY CARD 








No. 1 SELLER 
>) Mix-N-Meacure 
PAINT POT 


FEATURES 
Seam-Lock Construction 
Heavy Gauge Steel 
Accurate Graduations 
Eye-Appealing Design 
Can Be Burned Out 
Leak Proof 
Rust Resistant 


Write for catalog. 


(3) HOWARD HARDWARE PRODUCTS, INC. 


A. J. LYNCH CO., Representatives 
4560 EAST 50th STREET, Los Angeles 58, California 
For Details Circle 29 on INQUIRY CARD 
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SPRING CIRCULAR has eight 
pages in four-color. This is second 
of five circulars to be offered this 
year by Cosgrove & Associates. Some 
17 wholesalers in the Profitmaker 
Group will be distributing the cir- 
cular. The 13 Pro-Hardware distribu- 
tors are also offering the colorful 
spring circular of 62 items. 

For Details Circle 185 on INQUIRY CARD 


PLANNING MANUAL covering 
modern merchandising and display 
systems is available from L. A. Dar- 
ling Company. The 84-page manual 
and catalog covers the complete line 
of Vizusell units. The catalog illus- 
trates with detail drawings, specifica- 
tions and actual photographs of in- 
stallations how you can get unusual 
and flexible displays. 

For Details Circle 186 on INQUIRY CARD 


PAST-DUE ACCOUNTS can _ be 
collected with the aid of stickers 
quickly attached to statements. Color- 
ful, attention-getting message flags 
the eye of the debtor. By jogging 
your customer into prompt payment, 
it also keeps his friendship and good- 
will. Over 10 different stickers in- 
cluding a thank you sticker, from 
M. P. Brown, Inc. 

For Details Circle 187 on INQUIRY CARD 


“YOUR PRINTING COSTS ARE 
AS FOLLOWS .. .” is a unique set 
of price tables in 16-page booklet 
form. Published by Regina Services 
Corporation, the easy to read price 
book is designed so that printing 
costs can be accurately computed in 
advance. It can be used as a mea- 
suring “yardstick” against your local 
printers’ prices. Nominal cost of 
$1 on this item. Refund available 
if printing service is used. 

For Details Circle 188 on INQUIRY CARD 


TAX GUIDE FOR SMALL BUSI- 
NESS from Treasury Department, 
Internal Revenue Service is 143-page 
book to help you with your 1960 tax 
returns. The 1960 edition includes 
all information that you need in filing 
tax returns for business, personal, 
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partnership, excise and employment 
taxes. A handy tax calendar for use 
throughout 1960 gives dates and type 
of taxes due. The guide can be ob- 
tained from the Superintendent of 
Documents, U. S. Government Print- 
ing Office, Washington 25, D. C. 
Price is 40 cents. 
For Details Circle 189 on INQUIRY CARD 


“DIVIDE AND STORE” is_ the 
theme of a new brochure from the 
Metal Division of Flexsteel Industries, 
Inc. Decorating ideas for nursery, 
kitchen, bedroom, living and dining 
room and hi fi room are included. 
Modu-Flex units are illustrated. Metal 
room dividers with tempered Mason- 
ite and sliding doors are shown with 
instructions on how to assemble. 

For Details Circle 190 on INQUIRY CARD 


“HI RED” plastic expandable screw 
anchors are illustrated with specifica- 
tions in two-color catalog sheet. In- 
cluded with four-page sheet is coupon 
which will give you free samples of 
anchors from Holub Industries, Inc. 

For Details Circle 191 on INQUIRY CARD 


CUSTOMERS GET THE CORRECT 
TAP for the right material and type 
of hole by using the Tap Selector. 
This 28-page reference book by Han- 
son-Whitney Company gives all nec- 
essary information. Cross-referenced 


for easy selection, ordering and 
pricing 


For Details Circle 193 on INQUIRY CARD 


To Receive Any of this 
Printed Matter Circle 
Number on Inquiry Card 
Facing Page 52 


“HIBACHI HOLIDAY” shows line 
of cast iron hibachi barbecues. Six- 
pages of illustrations with prices of 
Eager Beaver Hibachis and tools and 
accessories. 

For Details Circle 192 on INQUIRY CARD 


VARI-HEIGHT SHOWER catalog 
sheet from Bickford Manufacturing 
Company describes adjustable wall 
mounted shower head. Four-page 
sheet is fully illustrated and gives 
specifications and list prices. 

For Details Circle 194 on INQUIRY CARD 


PERSONAL BUSINESS CARD 
FILE is free to you from Western 
Paper Box Company. Alphabetical 
index keeps your business cards from 
salesmen and others in order for 
ready reference. Substantial paper 
box file is over six by four inches. 
Special inside box holds your own 
business cards. 

For Details Circle 195 on INQUIRY CARD 


FORGED ALUMINUM PIPE 
WRENCHES are described in catalog 
sheet from Schick Products, Inc. Two- 
color sheet has size, weight and list 
prices plus other specifications. 

For Details Circle 196 on INQUIRY CARD 


DIESEL ENGINE POWERED 
ELECTRIC PLANTS from Kohler Co. 
Eight page booklet pictures three of 
the new electric plants designed for 
permanent or portable use. 

For Details Circle 197 on INQUIRY CARD 


PREVIEWS HIGHLIGHTS is 64 
page catalog of giftware, decorative 
accessories and china from Albert 
Kessler and Company. Complete line 
of imports from chessmen to wind 
chimes. Wholesale prices and order 
forms are included. 

For Details Circle 198 on INQUIRY CARD 
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LINK HANDLES #3 
HANDLE BEST | 





5 Reasons Why: 


T Reddy-Fit Eyes eliminate most of the 
work of fitting a new handle to the 
tool. This time saving, labor-saving 
feature is a big sales advantage to 
you and your customers. 


Wood and Steel Wedges are 
fastened to each handle, further 
facilitating fitting. 


Each Link handle is accu- 
rately graded to the highest 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 


Foil stamping on each Link 
handle ends confusion. Each 
handle is identified as to 
name, pattern number and 
weight tool it fits. 


Handle labeling is coordi- 
nated with information con- 
tained in catalog A and wall 
chart B illustrated at right. 


There is a Link program for ; 
you which will help you i 
sell more handles — more | 
profitably —ask about it. [| 


OPLINK! 


HANDLE COMPANY 
Manufacturers of 
America's Finest Handles 


SALEM, INDIANA 
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LINK 
SLEDGE HANDLES 


Pattern No, 68 — For 6 and 
8 Ib. tools. 


Pattern No. 1016—For 10-16 
Ib. tools 

Pattern No. 1824—For 18-24 
Ib. tools 


Lengths 24” to 42” 


e 
UNE 
“AMO, “on 
4, im 


Write today for FREE copies 
of Wall Chart B and Catalog A 
illustrated above 


THINK AND YOU’LL HANDLE LINK 


For Details Circle 33 on INQUIRY CARD 


| 
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ELECTRIC CATALOG has 80 
pages illustrating over 1500 electrical 
wiring devices, lamps and specialty 
products from Eagle Electric Mfg. 
Co., Inc. Designed to serve as a sales 
tool as well as a reference book, all 
products are grouped in categories 
and cross-indexed. A complete line 
of self-selling merchandise displays 
are also pictured. 

For Details Circle 199 on INQUIRY CARD 


GENERAL CATALOG for 1959- 
1960 has 44 pages on “Products of 
The Dow Chemical Company.” Listed 
are the properties and uses of some 
375 industrial, pharmaceutical and 
agricultural chemicals currently pro- 
duced. An expanded section is fea- 
tured on plastics and coatings. 

For Details Circle 200 on INQUIRY CARD 


GAS WELDING EQUIPMENT 
MANUAL includes cutting and allied 
equipment from Smith Welding 
Equipment Corp. Arranged in six 
sections, the 40-page booklet has 
four-color covers and a six-page in- 
sert suitable for point-of-purchase 
display. 

For Details Circle 201 on INQUIRY CARD 


FULL COLOR BROCHURE, “This 
is Jacobsen,” which describes Jacob- 
sen Manufacturing Company’s growth 
in the power mower field, is available. 

For Details Circle 202 on INQUIRY CARD 


DISPLAY CATALOG includes com- 
plete line of Space-Klips and Dia- 
mond-Klips merchandise holders of 
Reflector Hardware Corporation. Cat- 
alog has 52 pages in two-color. Nu- 
merous merchandising ideas are in- 
cluded. 

For Details Circle 203 on INQUIRY CARD 


GIFT AND ART GOODS catalog 
from Mark Ross & Co., direct im- 
porters, has 39 pages. Brassware, 
porcelain, teakwood, pewter and cast 
ironware is shown with prices. Many 
of the brass items are pictured in 
color. Full-color back and front cov- 
ers with handy mail order form inside. 

For Details Circle 204 on INQUIRY CARD 


DEALER BUYING GUIDE from 
X-acto, Inc., is 20-page catalog fea- 
turing the latest hobby tools, kits 
and merchandisers. Complete prices 
on all items and merchandisers are 
included. Hobby items include lino- 
leum, ceramic tools and sets, leather- 
craft equipment, Suji wire art, Indian 
beadcraft and Plexon Artcraftstrip. 
New Early American Home decorat- 
ing projects are also shown. 

For Details Circle 205 on INQUIRY CARD 


ALUMINUM SCREEN DOORS 
from Rudiger-Lang Co. are described 
in catalog sheet in two-color. Seven 
screen door models are illustrated. 
Instructions on how to measure for 
a screen door are included. 

For Details Circle 206 on INQUIRY CARD 
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SO. CAL. BUILDERS HARDWARE CLUB ELECTS OFFICERS 


OFFICERS for the Builders’ Hard- 


ware Club of Southern California 
were announced at the January meet- 
ing by outgoing president John 
Adams. The new officers, from left 
to right, are: treasurer — Robert 
Plson, Hoffman Hardware Co.; vice 
president—Paul Nissen, Homer D. 
Bronson Co.; president—Robert Hill, 


G.E. Names Westerner To 
Head Lamp Department 


OAKLAND—Donald D. Scarff has 
been appointed general manager of 
General Electric Company’s Large 
Lamp department. Scarff replaces 
Herman L. Weiss, general manager of 
the Lamp division, who has _ been 
serving as acting manager of the de- 
partment. 

Secarff was formerly Western Re- 
gional sales manager of the Large 
Lamp department. With offices here 
he has been managing five sales dis- 
tricts since 1957. Prior to that he was 
Pugent Sound sales district manager 
in Seattle. He first joined General 
Electric in 1941. 


DeWalt Names Richardson S.M. 


A. E. Richardson, Jr., has been ap- 
pointed general sales manager of De- 
Walt Division, American Machine & 
Foundry Company. Richardson suc- 
ceeds Truman Jones, recently elected 
vice president in charge of special 
projects. Richardson joined AMF De- 
Walt in 1952. He originated and man- 
aged the firm’s public relations de- 
partment. His most recent position 
was general sales manager of DeWalt 
Canada Ltd. 
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American Brass Co.; 


sergeant-at- 
arms—Howard Loehde, Overly Manu- 
facturing Co.; and secretary—Roger 
C. Smith, Smith Sales Co. The meet- 
ing took place at the Roger Young 
Auditorium in Los Angeles. Speaker 
for the evening was Larry Haines of 
Consolidated Western Steel Company. 


NWHA To Present Awards 


The National Wholesale Hardware 
Association is again planning to pre- 
sent an award for the year 1960 to 
manufacturers. The award is based 
on contribution to the improvement of 
Manufacturer-Wholesaler-Retailer re- 
lationship during the preceding 12 
months. This year’s presentation will 
be made at the 66th annual conven- 
tion of the association, which will be 
held in October. Members of the 
committee on Wholesale Distribution 
are: John S. Stiles, chairman; Wil- 
liam A. Parker; R. C. Lenfesty; 
Henry E. Sloss; John H. Mize, 
Charles L. Hildreth; James P. Town- 
ley; Spencer E. Cram; W. W. Conde, 
and Sterling Tucker. This will be the 
third year for the recognition of sup- 
pliers. 


BVI Names Uly Asst. S.M. 


Ted Uly has been appointed assis- 
tant sales manager for Burgess Vi- 
brocrafters, Inc. Uly joined the Grays- 
lake, Ill., firm in 1953. The announce- 
ment came from T. B. Swanson, vice 
president and sales manager. 


Disston Names Brady & Weber 


Robert Brady C. Earl Weber 


Disston Division, H. K. Porter 
Company, Inc., has named Robert 
Brady to the newly created sales po- 
sition of manager of power tools. 
Brady was formerly district manager 
of New York and New England 
States. 

C. Earl Weber has been named 
sales manager, hardware, and will su- 
pervise Brady in his new capacity. 
Weber was formerly product manager 
of hardware. He has been with Diss- 
ton hardware sales department for 
47 years. Weber is a member of the 
Hardware Merchants and Manufac- 
turers Association. 


Hampden Names Stocks as Rep 


SAN FRANCISCO—Hampden Spe- 
cialty Corp., Easthampton, Mass., an- 
nounced the appointment of Maurie 
Stocks as sales representative. Stocks 
will cover Northern California for the 
company. He was formerly Western 
sales supervisor for a housewares 
firm. His experience also includes 10 
years as senior salesman for Sunbeam 
Corp. Stocks has his office at Space 
869, Western Merchandise Mart, 1355 
Market St., San Francisco. 


Turner Names Hoffmann 


LOS ANGELES — Appointment of 
Robert P. Hoffmann as district man- 
ager of the Western Sales District of 
the Turner Corporation, Sycamore, 
Ill., has been announced by W. F. 
Vanderbeek, vice president of the 
firm. 

Hoffmann has been with the Turner 
Corporation since 1957, as a sales rep- 
resentative in the Western District. 
In his new capacity, he will supervise 
Turner sales in the mountain states 
and the entire Pacific Coast areas, 
with headquarters here. 
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Viewed from any angle... 


HERE'S A 
SURE-FIRE 
SELF-MERCHANDISING 


MONEY 


It sells on sight — this uniquely-packaged washer assortment that’s 
needed and wanted by every homeowner and workshop handyman who 
enters your store! Here in their own powerful merchandising display 
carton, ready for easy showing on counter or rack, are twin plastic tubes 
of Milwaukee Wrot Washers in lock- and flat-size assortments most 


often used in the home. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash 
out of customers’ pockets into your register fast — in a volume and at 
a mark-up assuring worthwhile profit on every transaction. 


Order from your jobber today — then watch your washer sales climb. 


Wrot Washers offer you the broadest selec- 


OTHER WASHER 
MERCHANDISING PACKAGES 
DESIGNED TO STIMULATE 
RETAIL SALES 


tion of retail merchandising packages i in the 
industry. From the exclusive new “Klip-Pac” 
through assortment- and single-size tubes to 
shelf boxes and bulk washer containers, there 
is a sales-proved, turnover- stimulating Mil- 


waukee packaging method exactly fitted to 


ASSORTMENT AND 
SINGLE-SIZE TUBES 


EXCLUSIVE KLIP-PAC 


Precounted washers (in 
sizes 3/16” through 3/4”) 
now assembled in perma- 
nently size-marked, con- 
venient clips which stop 
waste and loss. 





every customer’s requirements. 


STANDARD SHELF 
PACKAGES 


All standard and SAE size 
washers are available in 
colorful, quick-identifying 
boxes of 1 and 5-Ib size. 








Provide from 3/16” to 7/16” 
counted and plated washers 
of popular sizes in plastic 
tubes. 





WROUGHT WASHER 
MANUFACTURING CO. 


the world's largest producer of washers 
2240 S. Bay Street °* Milwaukee, Wisconsin 
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BULK WASHER 
CONTAINERS 


All standard 


Since 1887 


and SAE sizes 


are supplied 


in 100- and 
200-Ib. bulk 
cartons for 


large-quantity 





Westinghouse Names Hansen 
P. C. Lamp S. Mgr. 


SAN FRANCISCO — Leo A. Han- 
sen, Jr., has been named Pacific Coast 
retail sales manager for the Westing- 
house lamp division, it was announced 
by George B. Mackey, region sales 
manager. 

In his new position, Hansen will be 
responsible for broad marketing ac- 
tivities involved in the sale of various 
types of light bulbs through retail 
channels. He will make his headquar- 
ters at the Westinghouse region sales 
office in San Lorenzo, Calif. (2222 
Grant Ave.). 

Hansen was active in sales and 
marketing activities for a number of 
years before joining Westinghouse in 
1948 as a sales representative in the 
Salt Lake City district. In 1957 he 
was promoted to assistant to the 
sales manager, Pacific Coast region. 

To succeed Hansen in that position, 
Mackey appointed Fred O. May, lamp 
sales representative in San Francisco. 
He joined Westinghouse here in 1952. 


Skil Corporation Opens 
Branch in San Diego 


SAN DIEGO—Skil Corporation, 
Chicago power tool manufacturer, has 
opened a factory sales and service 
branch in the San Diego area, accord- 
ing to Paul K. Jones, western coast 
regional sales manager. It is located 
at 3492 Pickett Street. 

Jones also said that Earl L. Wolfe 
has been appointed service manager 
of the branch. J. P. (Pat) Cannon is 
the company’s sales representative 
for this area. 

In addition to the new San Diego 
branch, Jones said the company has a 
network of sales and service through- 
out the state. Other factory branches 
are located in Los Angeles and San 
Francisco, while authorized service 
stations are maintained in Sacra- 
mento, Stockton, Fresno, Bakersfield, 
Santa Barbara and Oxnard. 


Spartan Appoints Ransohoff 
SAN FRANCISCO—Robert Ransc- 


hoff has been appointed company rep- 
resentative for Spartan Electric Radi- 
ator Corp. Ransohoff will cover 
Northern California and Northern 
Nevada. His offices are at the World 
Trade Center in the Ferry Building 
here. Ransohoff will warehouse the 
entire line of Spartan electric heating 
devices and housewares. 


Hartford Machine Screw 
Appoints Miller VP 


Hartford Machine Screw Company, 
division of Standard Screw Co., has 
announced the promotion of J. F. 
Miller to vice president. Miller steps 
up from general sales manager to 
vice president, sales. He joined the 
firm in 1937. 
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KORDITE CITES TOP SALESMAN 


“TOP SALESMAN AWARD” was 
presented to Gould Heyer (center) of 
the Lee Arter Company, Kordite sales 
representative in Southern California. 
Making presentation is Robert May, 
field sales manager of The Kordite 
Corporation. Looking on is Lee Arter 
of the rep firm. 


Mesler Elected Head of 
Chicago Hardware Club 


Clifford A. Mesler of Standard 
Screw Company was elected president 
of Central States Hardware Club, 
Chicago. Other officers elected to 
serve during 1960 are: first vice pres- 
ident—Ev. W. W. Swartwout, Minne- 
sota Mining & Mfg. Co.; second vice 
president—James R. Mohr, American 
Steel & Wire division; and secretary 
—Ben Leve, who is serving his 22nd 
term in that office. 





Wilshire 
Appoints 
Sales Mgr. 


Simon 8S. 
Dagan 


LOS ANGELES — Wilshire Manu- 
facturing Company recently an- 
nounced the appointment of Simon §S. 
Dagan as general sales manager. 
Dagan has been with The May Com- 
pany here as housewares buyer for 
many years. He was also associated 
with Stor-All Corporation in their 
sales department. 

As sales manager, Dagan will be 
responsible for Wilshire’s sales of 
fireplace equipment and barbecues. He 
will also handle the development and 
merchandising of new products. 


Diamond Bolt Names Rep Firm 


SEATTLE — Diamond Expansion 
Bolt Company, Garwood, N. J., has 
announced the appointment of Hen- 
dry-Murray Company as its repre- 
sentative. The Northwest rep firm is 
located at 500 Avenue South, Seattle. 
They will handle the Diamond line of 
masonry anchors and fasteners. Hen- 
dry-Murray will cover Washington, 
Oregon, Idaho, Montana and Alaska 
for Diamond. 





pe 


CONGRATULATIONS ARE RE- 
CEIVED by U. J. Kuhre, executive 
vice president of Strevell-Paterson 
Hardware Company in Salt Lake 
City, Utah (second from left). As 
distributors for Moto-Mower products, 
Strevell-Paterson staged a successful 
equipment show for hardware dealers 
in Utah, Nevada, Colorado and Idaho. 
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From left are: J. J. Louda, Moto- 
Mower representative; U. J. Kuhre; 
B. A. Peters, Moto-Mower district 
manager, who is extending congratu- 
lations to Kuhre; Don Hill, depart- 
ment manager for Strevell-Paterson; 
and Lenar R. Tranter, sales manager 
for Strevell-Paterson. 


Wire Cloth 
Appoints 
Exec. VP 


Stuart M. 
Jones 


New York Wire Cloth Co., York, 
Pa., announced the appointment of 
Stuart M. Jones as executive vice 
president. Jones has been vice presi- 
dent and general manager of wire 
products division for the past two 
years. His new duties will include di- 
rect supervision of activities in all 
plants and subsidiaries. 


Executive Changes at Tubbs 


SAN FRANCISCO — The Tubbs 
Cordage Company has announced the 
appointment of its president, Henry 
D. Nichols, to the post of chairman 
of the board. Nichols has had well 
over a half century of experience in 
his business career. He is currently a 
director of several of the West’s larg- 
est corporations. 

At the same time, it was announced 
that Frank P. McCann has been ap- 
pointed president of Tubbs. He was 
formerly first vice president of the 
firm. McCann joined Tubbs in 1909. 
He celebrated his 50th year with the 
company recently. 

Replacing McCann as vice president 
is Irwin M. Lord, former production 
manager. He has been with Tubbs 
for 22 years. 


S & 9 Opens New Headquarters 


Janney, Semple, Hill & Co., director 
of S&Q Hardware Stores, recently 
moved into their new home at Hop- 
kins, Minn. In making the move to 
the new one-story warehouse, the 
company inaugurated a new “Cost- 
Plus” method of billing merchandise 
to their 600-plus stores. The lower 
pricing policy was brought about by 
modern, efficient distribution, accord- 
ing to L. M. Hatfield, president of the 
firm. 

Over 30,000 hardware items were 
moved eight miles in one day during 
the change of buildings. Service to 
stores will be improved with the use 
of mechanized equipment in the new 
plant. 


Wire Cloth Promotes Sewert 


William F. Sewert has been named 
general sales manager for the Wire 
division, New York Wire Cloth Co., 
York, Pa. Sewert has been serving as 
sales manager for this division for 
the past seven years. 
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NEW KLEIN TOOL POUCH 





CHECK THESE NEW FEATURES 


No. 5141 with knife snap 
Molded in one-piece polyvinyl chloride. 

Strong, tougher than the finest leather. List Price $315 
Unaffected by extremes in temperature, 


remains pliable even in coldest weather. 


Three plier pockets, two screw driver 
pockets, and a utility pocket for wrenches, 
skinning knives, other equipment. 


. . 
Here is a new electrician’s pouch at an List Price $ 2 73 
amazing low price. One-piece construc- 
tion, hence no stitches or rivets to break Dealer price $1.83 


Dealer price $2.10 


No. 5141-LS without knife snap 











out. Polyvinyl chloride is unaffected by 
water, oil or grease and requires no main- Order today from your supplier. Aveil- 
tenance. Drainage holes in all pockets able with or without knife snap. Size, 
prevent water collection. 8” wide x 10” high. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: International Standard Electric Corp., New York 


WETICE m7 MLEIN SS & Sons 


TT McCORMICK ROAD © CHICAGO 45, ILLINOIS 
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NEWS 
McCulloch Names Westerners 





Cliff McKnight Ed Little 


LOS ANGELES—McCulloch chain 
saws has announced a major re-align- 
ment of distributors in California. 
The announcement came from Charles 
D. Allis, vice president in charge of 
sales for McCulloch Corporation. 

Cliff McKnight, former distributor 
in Eureka, has established the Cali- 
fornia-McCulloch Equipment Co. at 
Los Angeles. He will serve as Mc- 
Culloch distributor for all dealers in 
Southern California. 

At the same time, it was announced 
that the Eureka operation will be 
taken over by Kellogg-Little Co. The 
company is headed by Ed Little and 
a distributor in San Francisco. Little 
has been a chain saw businessman in 
central California and the San Joa- 
quin Valley for many years. 

According to Allis, this rezoning 
will provide more efficient service to 
McCulloch chain saw dealers in Cali- 
fornia. 


Calspray President Retires; 
New President Elected 


RICHMOND, Calif. — Arthur W. 
Mohr has retired as president of Cali- 
fornia Spray-Chemical Corporation, it 
was announced recently. Calspray is 
an operating company of Standard 
Oil Company of California. 

Mohr began his career in 1922 as 
a chemist with the oil firm. He be- 
came president of the agricultural 
chemical company in 1947. 

Effective February 1, Howard J. 
Grady became the new president of 
Calspray. Grady was previously ex- 
ecutive vice president of the firm. He 
joined Calspray in 1926. He was 
elected vice president in 1958. 


Kordite Promotes May 


Robert M. May has been named na- 
tional field sales manager of the Re- 
sale division of The Kordite Company. 
May will supervise sales and distribu- 
tion of the Macedon, N. Y., firm’s re- 
tail plastic products through hard- 
ware and houseware outlets. 


Robins Names Western Rep 


SAN FRANCISCO—Bernard A. 
Cahn Co. has been named as repre- 
sentative to cover Northern Califor- 
nia for Robins Industries of Flushing, 
N. Y. The Cahn Co. is located at 823 
Lake St. here. Included in the terri- 
tory is Northern Nevada. 


HARDWARE WORLD 
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Stanley 
Names 
Regional Mgr. 
> 


Alexander , 
Galbraith —" 
Ps 

SAN FRANCISCO — The Stanley 
Works recently announced the ap- 
pointment of Alexander Galbraith as 
regional manager of the Western 
regional office for Stanley Tools. 

Galbraith was manager of the San 
Francisco office prior to his new ap- 
pointment. He joined the division in 
1936. Headquarters for Galbraith will 
be the corporate warehouse here. 


Disston Names Westerner 


SAN FRANCISCO—W illiam J. 
Gordon has been named by Disston 
Division, H. K. Porter Company, Inc., 
as representative in the San Fran- 
cisco Bay area. He will work out of 
the San Francisco office of the Phila- 
delphia firm. Gordon will be respon- 
sible for hardware and _ industrial 
sales in the area. 

Gordon had been with G. W. Mar- 
wedel, industrial distributors and a 
division of Garrett Corporation. He 
was with the firm for 20 years. 


Temco Promotes Brock 


Tommy R. Brock has been ap- 
pointed sales manager of Temco, Inc. 
The announcement came from F. Don- 
ald Hart, president of the firm. Brock 
has been with Temco since 1948. He 
was assistant sales manager prior to 
his recent appointment. Replacing 
Brock as assistant sales manager is 
Kendrick Shinnick. He has served 
in the sales department since 1946. 


S-W Names Hill Sales Dir. 


Appointment of Robert H. Hill as 
director of sales for Sherwin-Williams 
Co. was recently announced. In his 
new post, Hill will supervise all do- 
mestic and export sales of the com- 
pany. He has been with the firm 
since 1917. His former position was 
general manager of transportation, 
industrial maintenance and painter- 
maintenance sales. 


Lowell Appoints March 


SAN FRANCISCO—Lowell Wrench 
Co., Worcester, Mass., has appointed 
March Sales as their representative 
for Northern and Central California 
and Reno, Nevada. The representa- 
tive firm is located at 340 Lorton 
Ave., Burlingame. Phil March stated 
that local warehouse stock will be 
maintained at all times for one day 
shipping service. 
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The Campbell Chain 
“PACKAGE” offers 
better products, 


better service...and 


Self-Service 
Display 
Merchandisers 
Help You Wrap Up 
MORE Sales! 


A. Attractive Reel Display Units 


These convenient stands invite self- 
service with their many new features: 


Load from front 

New chain cutter attached 
Handy chain-end holders 
Tilted to provide better display 
Interchangeable welded and 
weldless reels 


Stands and cutter, for light chain, are 
supplied free with the purchase of 
various assortments. 


B. “Blue Temper” Merchandiser 


Versatile two-way display that’s per- 
fect for counter or aisle! Here is a 
complete welded chain department in 
just one square foot of space! Ideal start- 
ing stock—just the popular sizes and 
lengths: %” and 4” chain in 10’, 15’ 
and 20’ lengths; and %” chain in 10’ 
and 20’ lengths. 


Cc. Footage Pack “Cam Pails”’ 


All-steel, water-resistant pails—all 
clearly marked for identification of 
contents. Easy to stock and display. 
Proof Coil and BBB available as 
follows: %%"-250’; 14"-150'; 5@”-100’; 
34"-75'. 


Get complete information from your 
Campbell wholesaler or write direct 


CAMPBELL 


FACTORIES: 


do it yourself... 


write CAmPBiy; Chain 


do if yourself, 
a, 


bs. 


with CAmPopeL; 


Chaw 


Fr 
» =p " 


_ 





CHAIN Company 


York, Pa.; West Burlington, lowa; Alvarado, Calif. 


WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TRE CHAINS 





ee a 


FOR QUICK TURNOVER 


Here’s a handy rope package that practically sells on sight 
single coils of 50 and 100 feet individually wrapped in 
sparkling cellophane labelled with complete information 
including size, coil length and tensile strength. It’s the latest 
supplement to Tubbs line of packaged rope—a sgles-worthy 
addition to Tubbs Self Serv Coils and Ready-Measured 
Boxed Rope 


Tubbs Coil-ettes come in three standard sizes 


available in first grade, water-repellent Manila and economy 


priced stainless Sisal. For full 
vour local distributor or write to Tubbs main office. Dept ( 


] specifigations and list prices, see 


CORDAGE 
COMPANY 


NEWS 


Forsberg Names Western Reps 


.--in Los Angeles ... in San Mateo 


LOS ANGELES —The Forsberg 
Manufacturing Company, Bridgeport, 
Conn., announced the appointment of 
J. O. Furby as representative for 
Southern California. Furby’s office is 
located in the Coast Federal Building, 
315 W. 9th Street, Los Angeles 15, 
Calif. 


SAN MATEO, Calif.—F. F. Dunbar 
has been appointed representative for 
Forsberg in Northern California. 
The Connecticut manufacturing firm 
makes mechanic’s hand tools. Dunbar, 
of the F. F. Dunbar & Company, has 
his office at 416 Turner Terrace, San 
Mateo. He formerly represented Mil- 
lers Falls Company. 


Plasti-Kote Sold to NEI 


The New England Industries, Inc., 
has acquired all outstanding stock of 
Plasti-Kote, Inc., of Cleveland, Ohio. 
The announcement was made by Carl 
J. Schumer, secretary for buying firm. 
Herbert Fine remains as president of 
Plasti-Kote. Elias Shapiro becomes 
executive vice president. 


West Bend Elects Lockman V.P. 


Robert O. Lockman was elected vice 
president for sales at a recent meet- 
ing of the board of directors of West 
Bend Aluminum Co. Lockman has 
been with the company since 1940. 
He has served as divisional regional 
sales manager and as assistant to 
the vice president for sales. He has 
been general sales manager most re- 
cently and will continue in that ca- 
pacity. 


Napco Buys Barry Plant 

Marvin S. Sinykin, sales manager 
of Toy division of Napco Industries, 
Inc., Minneapolis, Minn., announced 
purchase by Napco of Barry Toycraft 
line. Barry Toycraft was founded 
15 years ago by Aaron Kane in St. 
Paul, Minn. Sinykin said Napco plans 
to increase production capacity in 
order to supply customers throughout 
the country. Napco is represented in 
the West by Paul W. Lines, Wheat- 
ridge, Colo. 
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Prizer-Ware Names Western 
Reps 


SAN FRANCISCO—Prizer-Ware of 
Textile Machine Works, Reading, Pa., 
announced three Western representa- 
tives recently. According to the an- 
nouncement made by Samuel E. 
O’Connel, sales manager for the firm 
Northern California and Reno, Ne- 
vada will be covered by Merle A. 
Smith & Associates. The rep firm has 
offices in the Merchandise Mart, 1355 
Market St., San Francisco. 

The Pacific Northwest territory of 
Washington, Oregon and Idaho will 
be handled by Ron Marston Co., 18215 
Linden Ave., Seattle. 

John Ramsey, 1863 Wazee St., Den- 
ver, will distribute Prizer- Ware 
through the Mountain States, includ- 
ing Arizona, New Mexico and El Paso, 
Texas. 


Landers Appoints Mintz 
Assistant to President 


Seymour Mintz has been appointed 
to the position of assistant to the 
president of Landers, Frary & Clark. 
Harry T. Silverman, president of the 
firm made the announcement and 
added that Mintz will be responsible 
for developing the merchandising and 
promotion programs for the company 
products. 

Mintz resigned as president of 
Baum Corporation to accept his new 
position. He was recently president 
of CBS Columbia, the manufacturing 
division of Columbia Broadcasting 
System. He has had wide experience 
in radio, TV and appliance fields. In 
making the announcement of Mintz’s 
addition to the executive staff, Silver- 
man noted that LFC is engaged in a 
long-range plan in making the Uni- 
versal trade name universally known. 


Lufkin Names Ass't S.M. 


Donald F. Oltz has been appointed 
to the newly created position of as- 
sistant sales manager for The Lufkin 
Rule Company, Saginaw, Mich. Oltz 
was previously West Central division 
sales manager. He has been with the 
company since 1951. Prior to joining 
Lufkin, Oltz was branch manager for 
Marshall Wells Company. 

At the same time it was announced 
that George “Bud” Schlitt replaces 
Oltz as West Central division sales 
manager. He was formerly Chicago 
regional manager. 


Dennis Mitchell Names Zogott 


Mrs. Molly A. Zogott has been 
named director of advertising and 
sales promotion for Dennis Mitchell 
Industries. She was formerly sales 
promotion manager. 
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Your 

‘direct line’ to 
“profit-plus” 
hardware 
specialties... 


R-W manufactures a very diversified line of top-quality hardware special- 
ties. So many that we could not describe them all in a publication as large 
as the one you are now reading. However, Hardware and Building Supply 
Dealers have learned to rely on the R-W Catalog as a prime source for 
a wide variety of their hardware needs. It is a place to purchase those 
“non-stocked” specialties that earn many dollars of “added-profits.” Many 
of the items you will undoubtedly want to buy for stock—some, because 
of the special nature you will want to buy only on customer request. In 
either case, this catalog provides you with a proverbial “horn of plenty” 
from which you can order all your hardware needs. Here are a few of 
the top-quality hardware products made by R-W ... Track, Hangers and 
Hardware Sets for Sliding Doors; Latches; Hasps; Door Bolts; Flush Pulls; 
Door Handles; Stay Rollers; Binders; Floor Guides; Studding Sockets; Fire 
Doors and Fire Door Hardware; Industrial Doors of all types and Electric 
Operators for all types of gates and doors. 


y Richards-Wilcox 


2 





MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 
2323 W. Third Street 850 S. Van Ness Ave. 1160 Fairview No. 
Les Angeles 57, Calif. San Francisco 10, Calif. Seattle 9, Washington 
Phone Dunkirk 8-6173 Phone Mission 8-6700 Phone Main 2-3650 
For Details Circle 38 on INQUIRY CARD 51 


for your free copy of 
the R-W Catalog No. 
A-400, 





Star 
Appoints 
Sales Manager 


McKINNEY GIVES “BOX-CAR-PARTY” AT SAN FRANCISCO 


Gordon M. 
Browne 


SAN FRANCISCO — Star Expan- 
sion Industries Corporation an- 
nounced recently the appointment of 
Gordon M. Browne to general sales 
manager. He fills the vacancy left 
when Harry Fox was promoted to 
assistant to the president. 

Browne was former branch man- 
ager in San Francisco. He began 
his career as a territorial salesman 
in the Los Angeles area. Prior to 
becoming general sales manager, 
Browne was sales manager of the 
eastern division. 


RECENT OPEN HOUSE was held at McKinney Manufacturing Company’s 
new West Coast regional sales offices and warehouse in San Francisco. More 
than 125 Bay Area customers and friends received a tour of the new facilities 
located at 560 Ninth Street. Pictured above, from left to right, are three 
guests and their host: K. B. Jacobsen, California Retail Hardware Association; Sherr Show to Run Two Days 
- E.G i I i ® ion; vi / - 
V E Garehime, Gareh me Corporation; Fred Seville, Work Lumber Co.; SAN FRANCISCO—J. B. Sherr 
and host, Clark Van Housen, McKinney West Coast regional sales manager. : F 
sally . ve : Company has scheduled their Spring 
An especially decorated box car which had been spotted on a siding adjacent Dealer Show from March 18:14. It 
to the warehouse was stocked with refreshments. After refreshments, guests " 1 
-- ; a 4 : will be held on the ninth floor of the 
toured the 7500 square feet of warehouse and 1650 square feet of sales-service . 
offices. McKinney serves seven Western states and Alask d Hawaii Mereheupion Meet Tere. Houstetors 
xh igs ties ‘ a a eee ae ee the special dealers’ shows have run 


only one day. However, the activity 
has become so great that manage- 
ment felt it was necessary to extend 
the show to two days. 





//| 


THIS LABEL 


This bright new label on Lewis Bolt & Nut Clean to Handle 
packages means faster turnover, cleaner 
handling and increased profits. These clean, 
bright, zinc plated bolts and nuts resist rust Longer Life 
and moisture, are a pleasure to sell . 
increase customer satisfaction because they 
last longer, handle clean and dress up each Quality Controlled 
job. Watch for the Lewis “bright” label . . . 


it’s a sign of superior products. FULL LINE SERVICE 


Chromate Coated 


Decorative 


Get the famous Lewis quality in 


" ae Se - zinc plated or black in standard sizes 
Regular suppliers to wholesale distributors since 1927 . i 
from stock . including carriage 


and machine bolts, nuts, lag screws 
7] and industrial fasteners, all manufac- 
& tured to ASTM standards 
company 


504 Malcolm Ave. S.E. * Minneapolis 14, Minnesota COPYRIGHT 1959 
For Details Circle 39 on INQUIRY CARD 
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March 7-16 


March 17-18 


April 


April 10-13 


10-13 


May 15-17 


May 22-25 


June 12-18 


June 20-24 


Bureau. 





SCHEDULE OF CONVENTIONS AND SHOWS 


AMERICAN TOY FAIR, 57th, New Yorker and Sheraton- 
Atlantic Hotels, New York, N. Y. (Toy Manufacturers of 
the USA, Inc., 200 Fifth Ave., New York.) 


NEW PRODUCT EXHIBIT AND CONFERENCE, Am- 
bassador Hotel Convention Center, Los Angeles. (H. B. 
Sanford, Los Angeles Chamber of Commerce, 404 S. Bixel 
St., Los Angeles 54, Calif.) 


BILLINGS HARDWARE CO., Sporting Goods-Lawn & 
Garden Show, Shrine Auditorium, Billings, Mont. (Ralph 
R. Johnson, Billings Hardware Co., 510 N. Broadway, 
Billings, Mont.) 


NATIONAL TOY SHOW, Morrison Hotel, Chicago, Ill. 
(Jules Karel & Associates, 8 South Dearborn St., Chicago, 
Ill.) 


NATIONAL BUILDERS HARDWARE ASSOCIATION 
MANAGEMENT CONFERENCE, Princeton, N. J. (Wil- 
liam F. Haswell, 515 Madison Ave., N. Y.) 


SOUTHERN HARDWARE CONVENTION OF THE 
HARDWARE MANUFACTURERS ASSOCIATION, 
Hotel Roosevelt, New Orleans, La. (Arthur L. Faubel, 342 
Madison Ave., New York 17, N. Y.) 


SOUTHERN WHOLESALE HARDWARE ' CONVEN- 
TION, Hotel Roosevelt, New Orleans, La. (Ralph E. 
Kirby, secretary, Southern Wholesale Hardware Associa- 
tion, 806 Peachtree St., N. E. Atlanta 8, Ga.) 


SALES PROMOTION DIVISION MID-YEAR CONVEN- 
TION, National Retail Merchants Association, Paradise 
Inn, Phoenix, Ariz. (NRMA, Stephen K. Small, 100 West 
31st St., New York 1, N. Y.) 


PACIFIC BUILDERS HARDWARE CONFERENCE OF 
NBHA & ASAHC, Hotel Sheraton, Portland. (Sponsored 
by Builders Hardware Club of Oregon and American So- 
ciety of Hardware Consultants, Jim Tice, Tice Hardware 
Mfg. Co., 5118 S. W. Beaverton, Portland, Ore.) 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco. 
(Henry Adams, Merchandise Mart, 1335 Market, San 
Francisco.) 


ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio. (Sponsored by Ameri- 
can Society of Architectural Hardware Consultants, 
George Merrill, coordinator, 220 E Street, Santa Rosa, 
Calif.) 


CHICAGO INTERNATIONAL TRADE FAIR, Navy Pier 
Exhibition Hall, Chicago, Ill. (Richard Revnes, Managing 
Director, 30 West Monroe St., Chicago 3.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 
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4-WAY 
INSURANCE 
PROTECTION 
ESPECIALLY 


DESIGNED FOR 


HARDWARE 
STORES 


Now you can have ALL the 
insurance protection you 
need, specifically tailored to 
your business—with one pay- 
ment date, one renewal date 
—when you insure with 
FARMERS INSURANCE GROUP! 


FARMERS famous 4-way pro- 
tection gives you this com- 
plete coverage: 


* COMPREHENSIVE LIABILITY— 
protects against all hazards 
usual to your business or 
incurred by your vehicles. 


* FIRE—covering stock, equip- 
ment and buildings. 


* THEFT AND BURGLARY of 
stock, equipment and other 
possessions. 


* WORKMEN’S COMPENSATION. 


FARMERS Retail Business 
Program gives you complete 
coverage, without overlap- 
ping, at low rates. You deal 
with one company, one agent 
who is a professional consul- 
tant on all types of insurance. 


Your nearby Farmers Agent 
is listed under FARMERS 
INSURANCE GROUP. Call him 
today. Learn how you can 
have greater coverage at 
lower cost with FARMERS. 


FAST + FAIR + FRIENDLY 


TRUCK INSURANCE 
EXCHANGE 


ERS 
ANCE,S 
T&S GROUP A 


NS << «0 se 
ar Symbol of Superior Service ~g 


Auto « Life + Fire + Truck 
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SEPARATE ROOM—(Continued from Page 35) 
ments, and similar features, one by one. The cus- 
tomer is invited to steer the mower around on the 
concrete-topped surface, and “learn for them- 
selves.” This simple demonstration is very effec- 
tive, according to Wear, since it does away with 
their innate fear of noisy, hot gasoline engines. 

THE FINAL STEP is back to the sales and dis- 
play room, where final details are worked out, 
such as price, trade-in allowances if any, financ- 
ing, etc. 

This approach to the market has been sufficient 
to more than double power lawn mower sales at 


this store in two years. It has boosted dollar 
volume even more, since the emphasis is on qual- 
ity rather than turnover. 


LONG-TERM DURABLE SERVICE is a better 
bargain than a low original price and many service 
expenses “makes sense” to the average buyer. 
Surprisingly, Downing’s Hardware has sold some 
of its most expensive lawn mowers to low-income 
customers. “These are the people who can’t afford 
to contend with break-downs and repair costs; 
who have learned the hard way that a good, na- 
tionally advertised brand with a fine reputation 
is well worth the few additional dollars involved.” 





THERE IS NO OTHER 
DOOR CLOSER ee THE 


ILLINOIS 
GLIDRAULIC 


TENT PENDING 


SPECIAL ORDERS 
{Continued from Page 33) 


strong sales tool for Burien 
Hardware. The owners use both 








newspaper advertising and dis- 
tributed circulars. While they 
advertise price specials, the own- 
ers select good quality items 
that they carry regularly in 
stock. 

“We don’t want to promote 
shoddy merchandise, even at ri- 





iT 1S FILLED WITH 
HYDRAULIC FLUID. 


NEVER A BOUNCE... 
NO HEEL CATCHING... 
always a gliding close. 


not air! Sealed fora lifetime. 


MORE POWER 
AGAINST THE WIND... 
No slam! No bang! 





* 
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diculously low prices,” McClung 
points out. “Even though the 
buyer may be getting a fairly 
decent value for such a purchase, 
he will be unhappy with it and 
with us if it fails to give satis- 
factory performance. We would 
rather advertise a good product 
at a somewhat higher price and 
have the customer completely 








POSITIVE DOUBLE 
LATCHING POWER... 
Pulls door tight! 


NEVER REQUIRES 
ADJUSTMENTS... 
anywhere, anytime. 


HEAVIER ROD 
FASTENS TO DOOR... 
better pulling power 


satisfied.” 
About 15 per cent of total 
store sales are made on credit, 





either on open account or on 90- 
day. The owners are quite selec- 








tive of their credit customers 
but the service brings them 
plus-sales. 


























ALL STEEL HEAVY 
DUTY PARTS. 
with Baked Enamel Finish. 


SAME CLOSING 7 hl 
AS IN COMMERCIA . 
Expensive closers. 


Model 15 Specially designed 


FOR JALOUSIE AND 


HOLLYWOOD DOORS 
1%" to 134" thick retail $595 
Write now for catalog and specifications 


THE ILLINOIS LOCK CoO. 


800 So. Ada Street 


Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers. 


For Details Circle 41 on INQUIRY CARD 


15 YEAR GUARANTEE 
IS CALLBACK INSURANCE.. 


NEW! 


GLIDRAULIC MODEL 20 
designed for interior doors in 
offices, homes, schools, etc. 
Similar to Model 15 


Chicago 7, Illinois 





retail $795 





"We're just tryin’ to get one loose!” 
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AHMA Set to Meet In 
New Orleans 


The American Hardware Manufac- 
turers Association has issued a call 
for delegates to the 1960 Southern 
Hardware Convention at New Orleans 
April 10-13. Registration opens Sat- 
urday, April 9 at 1 P.M. in the lobby 
of the Roosevelt Hotel. 

This year’s convention will again 
open with a reception on Sunday, 
April 10, from 5:30 to 7 P.M. in the 
hotel. All registered delegates and 
ladies are invited as guests of the 
Associations. 

Program features of the convention 
include business and speaker sessions 
on Monday, Tuesday and Wednesday 
mornings. Monday afternoon has been 
set aside as a wholesaler-manufac- 
turer contact session. Tuesday eve- 
ning is set for an evening of conven- 
tion entertainment and dancing. The 
convention adjourns Wednesday at 
noon, April 13. 

The AHMA meeting is in conjunc- 
tion with the Southern Wholesale 
Hardware Association. The two 
groups meet jointly each year. 


Berhle Joins Palmtag 


LOS ANGELES — Frank Berhle, 
tool buyer for Hoffman Hardware Co. 
here, has joined the manufacturers 
representative firm of E. R. Palmtag 
Co. 

Berhle has worked with Hoffman 
Hardware Co. for five years. For 13 
years previously he worked as a sales 
representative and assistant buyer of 
tools for Ducommun Metals & Supply 
Co. here. Previous to that he worked 
for California Hardware Co. in sales 
department. 


Suppiger Appointed To 
Brand Names Week Committee 


Neal Suppiger, promotion director 
of National Retail Hardware Associa- 
tion, is serving on the Planning Com- 
mittee of the Brand Names Week ob- 
servance. Suppiger is a member of 
the Retail Tie-In subcommittee which 
is responsible for retail participation 
in the nation-wide promotion of 
Brand Names Week, May 1-8. More 
than 125,000 stores are expected to 
join in celebrating the Week. 


Master Metal Names Hart 


K. W. Hart has been named sales 
manager of Master Metal Products, 
Inc., Buffalo, N. Y. Hart has been with 
the firm 14-years. Elmer L. Theobald, 
president of the company made the 
announcement and added that the ap- 
pointment was effective February 15. 





Coming in April... 
“Springtime is 
Gifttime”’ ... 
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GREENLEE 
HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
impulse sales 





Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory .. . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 








GREENLEE Z/P BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . . . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 








for electric driltis 1/4" and targer 





Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


TOOLS FOR CRAFTSMEN 


GREENLEE TOOL co. «| 
WRE LEE 1888 Columbia Avenue 
Le a Rockford, Illinois 








Suggested 
\ Retail 
442.49 





INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
4 Retail 
a $4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone, 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
+. @ big seller everywhere, anytime. 

* Complete Line 

* High Profit 

* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
a hundred uses at home or away 
-«.@ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 











105 Duane Street, New York 8, N. Y. 
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NEW PRODUCTS 





PROFESSIONAL ACTION reel lawn 
mower. Designed for adverse operat- 
ing conditions. Two-hp aluminum en- 
gine has cast iron cylinders for long 
life. Sizes 18 and 21 inch.—ACCO 
Power Products Division 

For Details Circle 116 on INQUIRY CARD 


GAS OR ELECTRIC portable refrig- 
erator. Plug into cigar lighter or LP 
gas. Weighs 25 lb. Ideal for campers, 
boaters or for use in offices. Holds 25 
lb.—Selectra Industries, Ltd. 

For Details Circle 117 on INQUIRY CARD 


FOUR POPULAR TOOLS for garden 
work. Regular trowel, transplanting 
trowel, lawn weeder and claw culti- 
vator included. Chrome heads and 
vinyl handles in green.—The Union 
Fork & Hoe Co. 

For Details Circle 118 on INQUIRY CARD 





THE MODERN SPRINKLER 
THAT REALLY WATERS IN A 


Smartest wrinkle in a sprin 

in years. The SGUARESPRAY. 

sprinkler reaches out to cover areas. 

from 2x2 to 35x36 foet im exact, 

square watering patterns. It 

the corners. Designed for té 

hookup. A natural “take me off 

the shelf” item, thanks to Proen’ 

national advertising and ‘years of 

“in-use”’ satisfaction. } 

OTHER PROEN PRODUCTS 
INCLUDE: 


WATERFEEDER—fertilizer applicator. 
Models range from $1.99 to $11.95 
each... WATERFEED—cartridge 
fertilizers. $1.00 per box of 20 
WATERFEED cartridges — also avail- 
able in ECONOMY BULK PACK .. - 
WATERSPIKE — 2-way sprinkler — 
Sub-Surface Irrigator — list price 
$4.90 each .. . PLANT-CHEM, the per- 
fect potted plant food to use with 
or without soil. Two formulae for 
regular or acid loving plants. 50¢ 
and $1 sizes. 


FOR MULTIPLE PROFITS 
FEATURE THE PROEN 

LAWNCARE KIT... contains Square- 
spray Sprinkler, Waterfeeder 954 


and Waterfeed fertilizer. List price 
$5.95. Z 


PROEN PRODUCTS CO. & 
9th & Grayson 4 


Berkeley 10, California 


contributions to finer gardening 
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NEW PRODUCTS 


DRILL AND SOLDER KIT features 
\Y-inch drill and 80-watt soldering 
iron. Combination kit for all-purpose 
drilling and soldering around the 
house. Kit includes sander and _ pol- 
isher.—Portable Electric Tools, Inc. 
For Details Circle 119 on INQUIRY CARD 


PROFESSIONAL LOOK for do- it - 
yourselfers with shelf dividers and 
table legs. Unfinished wood legs 
available in Ionic or Doric style. Five 
lengths to 14-inches.—Barton Wood 
Products, Inc. 

For Details Circle 120 on INQUIRY CARD 


NO WHEELS in front on this grass 
trimmer. Front guard stops scalping 
and is guide in cutting. Easy to use 
machine has 12 inch blade and 2.2 hp 
engine.—The Great Lakes Tractor Co. 
For Details Circle 121 on INQUIRY CARD 


MARCH 1960 


Why more customers 


reach for the 


MEZURALL 


MADE ONEY BY 


Five feet out — yet the blade hasn’t buckled. This is the kind 
of quality feature that makes customers reach for Lufkin’s 
Mezurall tape rule. 


Here are added features—all backed by powerful national 
advertising and promotions: easy-to-read black markings; 
heavy-duty, self-adjusting end hook; rugged metal case... 
quality where it counts with craftsmen. So stock 

up — you'll need it with the Mezurall. It’s 

the tape rule more customers reach for. 


They!l be 
looking for it 
on your 
TURNOVER 


TARGET 
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NEW PRODUCTS 


join the Parade 








HARDWARE WEEK SPECIAL is 
this 6% inch power saw. “Gold Key 
Special” saw is same saw that set new 
sales records in 1959. Special price is 
$5 off retail for one week.—Skil Cor- 
poration 

For Details Circle 124 on INQUIRY CARD 


aleng the Freeway... 
és Profits! 


STOCK UP ON FREEWAY.BROOMS 
FREEWAY all purpose brooms 


are sweeping more and more eae ey 
patios, barbecue areas and side- > Ca et 


walks in the West... 


With its DURATEX plastic fibres re. ee eo. % 7; 
that pick up dirt by magnetic ac- ———— a 
tion, the FREEWAY is rapidly | | CUT WEEDING TIME with Hoe-Boy. | 


becoming the West’s leading broom Multi-purpose garden tool designed | SASH CORDS 


.. is impervious to commonly used to take fatigue out of weeding and 
cultivating. Two steel blades cut off 


weeds at roots.—Merritt Engineering 
Co. 
For Details Circle 125 on INQUIRY CARD 








petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


Conn eer Oe 


"preew* 


Give your customers a TREAT—stock 
up on FREEWAY all purpose brooms 





| HARDWARE WEEK TOOLS include The quality clothes lines 
AMERICAN | levels, hand drills, chisel sets, planes, and cords of many uses 
screw drivers and hammers. All tools 


[2 | =\PusH BROOM CO. come with HW6 Unit merchandiser. SILVER LAK E co. 


114 Fern Street Special prices on all items. — The Established 1858 Boston 10, Mass 


. Stanley Works 
San Francisco ORdway 3-889 For Details Circle 126 on INQUIRY CARD 
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NEW PRODUCTS 








*OLL KOSC ST RAlarT OF Lowacs hoor Live 
T RERMOHAMLT 6 & BERT PEArongsatt 
WERE wen msiee PLOW vesTReCTiONSE, > 


4 
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b LAY ROSE STRAsaRT 
TCR A : 


HOSE IS STORED INSIDE of house 
with “Hide-A-Hose” unit. Wall com- 
partment, hose reel, and door in unit 
made of aluminum. Up to 150 feet 
of hose can be stored on reel. — 
Flinchbaugh Murray Corp. 

For Details Circle 127 on INQUIRY CARD 


a 4 


. 


FOR THE HANDY LADY of the 
house is this repair kit. Liquid Steel, 
Duro Plastic Aluminum, and Duro 
Plastic Porcelain in various sizes al- 
low the ladies to fix most anything.— 
Woodhill Chemical Co. 

For Details Circle 128 on INQUIRY CARD 


ADD WATER AND MIX is all that 
is necessary for your customers to 
patch concrete. Dry-mix cement com- 
pound bonds to concrete, steel, glass, 
cinder block, etc——Larsen Products 
Corporation 

For Details Circle 129 on INQUIRY CARD 
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Get profitable share “oo 


of market for 
natural wood finishes 


FAST-MOVING ITEMS 


Both professionals and do-it-yourselfers are dis- 
covering anew the beauty and charm of wood, 
Creating a growing demand for the exceptionally 
tough, yet satiny smooth finish Flecto gives on 
counters, doors, paneling, garden and indoor fur- 
niture... dozens of other uses. 


© Sunset ads pre-sell your customers @ Color- 
ful label suggests uses, gives instructions @ 
Demonstration panel (8” x 16”) shows beauty 
of Flecto 600 and 601 © Helpful literature for 
handouts and direct mail—all help you sell. 


Sold by 2000 Western dealers. Low inventory re- 
quirement and fast turnover make Flecto a real 
profit builder. Order from your distributor today, or 
write us. 


THE FLECTO CO., INC. 
Dept. H, 805 Allston Way, Berkeley 10, Calif. 
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came SW DWI 


No. 331 x 21” SWIFTY SAW 


Light weight 
tough Swedish 
Stee! frame 


\ 
Er VESIGNED TO SELL 


. «+ PRICED FOR PROFIT! 


— Soy 
‘ NEW! Exclusive SANDVIK 


RETAIL PRICE BRRGRRS mm tal Mele a Toilsteli cece 


$9 90 okt -Mab~lar-lo\-10 i com iiamdal-Mar-lale, 
3 


_ This popular impulse sales 
item is the natural choice of 
campers, farmers, gardeners, 


Replaceable Patented 
SANDVIK ‘‘Hard 
Point Blade”’ 











suburbanites or park attend- 
ants. Complete information 
contained in new catalog sheet. 


Write today. 


NS | Sandvik stes:.me: 


1702 NEVINS ROAD, FAIR LAWN, NEW JERSEY 


COLORFUL “TELL AND 
SELL” wrap around tag 
insures self-service sales! 




















For Details Circle 49 on INQUIRY CARD 
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NEW PRODUCTS 
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SHAPE OF ALUMINUM is varied. 
Gutters, downspouts, reflective foil in- 
sulation and nails are available. Ex- 
terior nails are non-staining and non- 
corrosive.— Kaiser Aluminum & 
Chemical Corporation 

For Details Circle 133 on INQUIRY CARD 


NEW FAUCET LINE 

Easily installed line of faucets for 
home handymen is available. Faucets 
for kitchen sinks, lavatory and utility 
sinks are included. Faucets are cast 
brass ¢f long life—Spartan Electric 
Radiator Corp. 

For Details Circle 136 on INQUIRY CARD 





FASTER SCRAPING of door and 
window frames with guide tool. Guide 
slips over frame to allow scraping of 
glass with razor blade.—Adjusts to 
three positions.—C. G. Paskaly Com- 
pany 

For Details Circle 134 on INQUIRY CARD 


WORK & HOBBY BENCH 

No-mar top bench provides complete 
work shop in eight sq. feet. Top is 
24 x 48 in. Has storage shelf and 
drawer and Peg Board back. Bench 
is easily assembled.—S. A. Hirsh 
Manufacturing Company 

For Details Circle 137 on INQUIRY CARD 


SELECTOR SPRAYER has Dilution 
Dial. Unbreakable bottle and spray 
head uses hose. Sprays any concen- 
tration. Sprays up, down, or side- 
ways. Deflector is removable. — The 
Barco Manufacturing Co. 

For Details Circle 135 on INQUIRY CARD 


DUST-LESS SANDER 

Plastic dust collecting skirt on fin- 
ishing sander eliminates blowing dust. 
Five foot plastic hose attaches to any 
vacuum cleaner. Dust is removed 
from working surface and from abra- 
sive paper.—Black & Decker Mfg. Co. 

For Details Circle 138 on INQUIRY CARD 





JON 


MEANS QUALITY 


MAYES BROTHERS TOOL MANUFACTURING COMPAN 


JOHNSON 


fo. as 


CiTy TENNESSEE 





a al age 
Write for Free — 
Wit-iaehitia-) 
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———— MOLLY CORP. 


SCREW ANCHORS and JACK NUTS ~~ Recding, Po. 





MARSHALLTOWN TROWEL COMPANY e« 
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ow. SALES JUMP 


with TAYLOR'S packaging! 


NO KINDLING NEEDED with Log 
Liters. Long-burning flames ignite 
firelogs, coal, etc. Clean to handle and 
safe, non-poisonous. Said to be water- 
proof. Burns 15 min.—Brittle Enter- j ; 

prises, Inc. am “a ; Taylor yroarrck 

For Details Circle 130 on INQUIRY CARD a y Bass bi ~ 

provides built-in display 

value...quick product 

identification . . . fast, 

self-service sales. Your 

customers always get the 

correct merchandise. You wind 

up with less waste... simplified 

inventory ... easier reordering 

and stronger chain profits. 

Switch to Taylor's complete line 

and watch your chain sales jump! 


NO MESS with spray can handle. 
Handle fits any standard spray can. 
All-plastic gun-grip attaches easily to 
can. Simply squeeze to operate spray. 
No tired fingers.—Jordan Industries, 
Inc. 

For Details Circle 131 on INQUIRY CARD 


Poly bags display TM Dog Runner TM Tow Chains and Log Chains 
Chains and Halter & Dog Chains. sell faster in polyethylene bags. 





Many TM chain items packed in 
smart, easy-to-read TM cartons. 


TM Proof Coil and BBB Chain— 
3/16”, 1/4”, 5/16”, 3/8°— packed in 


ay 4 oO « handy metal Tay-Pails. Reusable. 


CLEAN HOLES for setting bulbs. 
Tru Blu bulb planter has hard wood ade See your jobber or write— 
handle and serrated cutting edge. 
Will lift out core of earth with twist CHAI SINCE S. G. TAYLOR CHAIN CO., INC. 
motion.—The Wood Shovel & Tool Co. 1873 HAMMOND, INDIANA 

For Details Circle 132 on INQUIRY CARD 








West Coast Office and Warehouse, 2343 Saybrook Ave., Los Angeles 22, California 
For Details Circle 53 on INQUIRY CARD 
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DRAPER-MAYNARD SPORTS EQUIPMENT 


Just like “too many cooks spoil the broth’ —the more sport- 
ing goods lines you have, the more headaches! More costs, 
too! You save when you stock and sell the one complete line of 
sports equipment your customers know . .. Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD SPORTS EQUIPMENT 


a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
For Details Circle 55 on INQUIRY CARD 
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Slaymaker offers * 
FREE RACK 


: + lle Me o display locks in 
> in PROFIT cee nei 
*k in SALES ast Packed Locks wns oS 1 


o Whether you use the free wire rack or display the 
He in PRICE 2 locks on pegboard, counter or bin, you'll enjoy the 
s extra profit you make with Slaymaker padlocks in 
: the dramatic See-Pack. Ask your jobber, or write ... 
eas star fa nee Me SLAYMAKER LOCK CO. « LANCASTER, PA. 
products field World's Largest Producer of Brass Padlocks 
BER BRR WR Sh RR RE Tie tt t Litt | hw 


© New controlled directional spray For Details Circle 21 on INQUIRY CARD 
valve—improved in performance 


throughout. 


@ ALL POPULAR  ENAMELS TEHR-GREEZE FABRIC CEMENT 


including METALLICS, 


rere, Cn PUstic. In Handy Self-Dispensing Plastic Squeeze Bottle 


- 


Gis 


ee ft fe ee Ue 








Same high quality patching cement in a handy 
@ GIANT 16 oz. can. plastic squeeze bottle that eliminates messy pad- 
, dies, brushes and waste. For the instant repair 

@ Unlimited use — sell it of tarpaulins, binder canvasses, canvasses, leather 
for HOME, SHOP, material or any item it can penetrate. Thousands 
FARM, INDUSTRY of uses. = by leading y-etee a 
everywhere. Comes in 2 o2., 6 oz. and 16 oz. plas- 

SUPERIOR tic bottles. Larger sizes pack- 


QUALITY ATA ed in glass containers. Write 


for free sample, prices and 


COMPETITIVE literature. 


Territories. PRICE! Comes in attractive 3- 
color counter display 


WRITE TODAY FOR FULL INFORMATION—DEPT. WORLD corfon. (12 to @ pack- 


age). 


VAL-A COMPANY 
champion BRONZE POWDER & PAINT CO., Inc uA Ore 
2101-21 North Elston Ave., Chicago 14, Ill. Chicago 9, Ill. 
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Use Inquiry Postcard for Further Information About 


SPORTS NEW PRODUCTS 





STEM TO STERN CLEANING KIT 
for all boats. Kits contain polish, 
Plexiglas cleaner and vinyl uphol- 
stery cleaner. Color coded kits have 
red for wood boats and blue for fiber 
glass.—Brinktun, Inc. 

For Details Circle 240 on INQUIRY CARD 


ALL STEEL OPTICAL SCOPE for 
pellet guns is quality designed. 
Coated lens has a 2',X with 35 ft. at 
100 yards. Clamp-on mount requires 
no drilling. Focus and cross hair ad- 
justments.—Pan Technics, Ltd. 

Ene Details Circle 241 on INQUIRY CARD 


INFLATABLE PROW BOAT for two 
men. Use motor or paddle. Healy 
vinyl construction has three compart- 
ments for safety. Deflates to small 
pack weighing 20 Ib. Boat is 8 ft. 
long.—Davis Products 

For Details Circle 242 on INQUIRY CARD 
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MARINE SAFETY IN STYLE with 
buoyant cushions. Full-size checker- 
board complete with checkers is one. 
Round shape is another. Safety vests 
are designed for water skiers.—Amer- 
ican Pad & Textile Co. 

For Details Circle 243 on INQUIRY CARD 


FISH GETTING LURES cast like a 
bullet. Razzle Dazzle '4-oz. lure is 
said to be effective for all game fish- 
ing. Weighted for longer casting, 
blade spins with fast or slow retrieve. 
—Wright & McGill Co. 

For Details Circle 244 on INQUIRY CARD 


CLOSED-FACE REEL features long- 
lasting metal pinion gear and positive 
wide range drag. Cast-Flo “999-A” 
has O-ring to prevent scarring of 
line. Complete with 120 yards of line. 
Langley Corporation 

For Details Circle 245 on INQUIRY CARD 


SURVIVAL KIT is pocket-size. Kit 
has 17 items for first aid and survival. 
Compass, knife, candle, fish hooks and 
booklet are included. Waterproof plas- 
tic case keeps kit handy.—Johnson- 
Weiler 

For Details Circle 246 on INQUIRY CARD 


FULL SIZE MITT is “Big Dipper” 
model. Autographed by Moose Skow- 
ron. Leather lined palm and fingers. 
Easy breaking felt pad with leather 


laces through palm.—The Draper- 
Maynard Co. 


For Details Circle 247 on INQUIRY CARD 








BIG BOAT APPEARANCE for out- 
boarders. Panel has twin instruments 
with choice of speedometer and ba- 
rometer or clock. Knock-out mounts 
for switches. Panel is lighted—Aqua 
Meter Instrument Corp. 

For Details Circle 248 on INQUIRY CARD 
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Only FILE-N-JOINT gives pos- 
itive, dial-controlled accuracy 
for all angles, file height and 
position! Only FILE-N-JOINT 
does both jobs: Filing and joint- 
ing! Over 100,000 chain saw 
users solve their sharpening 
problems with FILE-N-JOINT; 
world's largest selling chain 
sharpener. 








FILE HEIGHT AND 
RIDER DEPTH CONTROL. 
UNIFORM TILT. 


CORRECT 
LENGTH CONTROL 


melaroelanle)(-3¢-Mlalielasar-helelsmi--m 7elels 
dealer or distributor or send the 
coupon... 

ormation about the 


and full: inf . 
Please sen her NYGRAN Chain 


FILE-N-JOINT and ot 
Saw accessories. 

a ae 
Se en ee 
ST. oR RT a on eee ma 


STATE —"—"_ 
OO ——— 


NYGRAN INDUSTRIES LTD. 


Box 426, Station A * Richmond, Calif. 
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SPORTS NEW PRODUCTS——_—— 
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Footh ie —e ,+* ae 
alle Horseshoes. 


ees 


ante 
Basketball 


SPORTS KIT is a natural sales 
builder. Kit contains rubber football, 
basketball and set of rubber horse- 
shoes. Special “3 Star” kit has dis- 
play window package.—Barr Rubber 
Products Company 

For Details Circle 251 on INQUIRY CARD 


SPECIAL ENGINE OILS for out- 
board motors and utility type engines 
has been introduced recently. Marvel 
Outboard Eng-Oil and Marvel 2-and-4 
Cycle Eng-Oil provide maximum non- 
detergent lubrication. The products 
are said to maintain full compression 
while using lower cost leaded gas- 
olines—Emerol Mfg. Co., Inc. 
For Details Circle 250 on INQUIRY CARD 


FISH CLEANING CLAMP. allows 
cleaning without touching fish. Satin 
nickel finished steel clamp by Pflue- 
ger.—The Enterprise Mfg. Co. 

For Details Circle 252 on INQUIRY CARD 





You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect for display, easy to 
get at, easy to stock, easy to sell. 
In 2 Ib. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 


HOM CORDAGE 
® 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
For Details Circle 58 on INQUIRY CARD 





SPORT SHORTS————— 


Tom Frye Breaks .22 Record 


RENO, Nev.—Tom Frye, field rep- 
resentative for Remington Arms 
Company, Inc., broke a 52-year-old 
target shooting record. Shooting a 
.22-caliber rifle, and with 2% inch 
wooden blocks as targets, Frye hit all 
but six of 100,010 tossed in the air 
by an assistant. 

Back in 1907, Ad Topperwein 
missed nine out of 72,500 hand- 
thrown wooden blocks which measured 
2% inches on a side. Toperwein set 
his record in the heyday of exhibition 
shooting. Annie Oakley, Doc Ruth, 
Doc Carver and many others had 
been busting 2% inch glass balls. The 
best score turned in was 280 misses 
out of 60,000 targets. 

Newt Crumley of the Holiday Hotel 
in Reno sponsored the latest shoot 
and supplied the ammunition and 
wooden blocks. A team of four men 
were assigned to work in pairs, 
throwing targets into the air. Frye 
used two Remington Nylon 66 auto- 
loading .22-caliber rifles in relays. His 
ammunition was Peters “Golden Bul- 
let” .22 cartridges. It took him 14 
days, shooting eight hours a day to 
do the job. 

Frye, a native Ohioan who lives and 
works in Los Angeles, has spent a 
lifetime at shooting. He set the new 
record during a vacation last fall. 
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New Division at OMC 


A new unit, the Special Products 
division, has been created by Out- 
board Marine Corporation. The an- 
nouncement came from company pres- 
ident William C. Scott recently. 

The division will be responsible for 
a marine products development pro- 
gram. Included in the program are 
glass fiber and plastic products and 
an inboard boat design. The organi- 
zation will evaluate all accessories for 
boats and motors with the view of 
producing improved marine products. 
Harris O. Ewald, former chief engi- 
neer of the Evinrude Motors division, 
has been appointed manager of the 
Special Products division. 


AFTM Reports Record Sales 


The Associated Fishing Tackle 
Manufacturers report sales of fishing 
tackle have exceeded 1959 predictions. 
Sales also broke the 1957 record of 
$201,358,000. Member sales at retail 
were $213,607,000 with estimated in- 
dependent sales at $32,000,000. 

According to Thomas T. Lenk, 
president of The Garcia Corporation, 
New York tackle manufacturer and 
distributor, the gains in sales volume 
ean be attributed to increased leisure 
and new innovations in tackle. 

Lenk stated that the revolution in 
the tackle industry occurred at the 
end of World War II. Americans be- 
gan to enjoy more leisure time and 
the first European made spinning 
reels were introduced. American man- 
ufacturers came up with an adapta- 
tion of the spinning reel called the 
closed-face or spin-casting reel. It 
embodied the best of spinning and al- 
lowed the use of the casting-rod, 
which is by far the most popular type, 
Lenk noted. 

For 1960, an estimated two million 
new fishermen will be added to the 
market. Close to 30 million licensed 
anglers make up the current market. 
This growing number of enthusiasts 
benefits other major industries. Over 
$2-billion was spent last year by fish- 
ermen on related goods such as cloth- 
ing, boats and other commodities. 


Salmon Record Broken 


After 49 years, the world record 
Tyee (King) salmon record has been 
topped. A 14 year old boy, Heinz 
Wichmann of Terrace, B.C., Canada, 
hooked the monster 92-lb. fish while 
casting a one-ounce spinning lure. 
Using regular spinning tackle with 
25-lb. Western “W-40” monofilament 
line, Wichmann battled two hours be- 
fore landing the record-breaker. 

The huge fish measured 58% inches 
long and 36 inches in girth. It was 
caught last year in the Skeena River 
two miles west of Terrace, B.C. 

The new record salmon for rod and 
line replaces the 83 lb. former world 
record Tyee taken by Frank Steele 
in 1910. 
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Ask Your Jobber About 


KRYLON'S BIG DEALER 
SPRING BONUS OFFER 


® 


SPRAY PAINT 


The Brand with Demand 
Coast to Coast 


KRYLON, INC. 


NORRISTOWN, PA. 


LULA 


ATT TTT TTC ULL ROUT TL 
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Experienced karters know they get 
the most performance and dependa- 
bility for their money with West 
Bend karting engines. There’s a 
West Bend model for every racing 
class. Forged steel rod and crank, 
with anti-friction bearings at all 
points, insure peak performance with 
minimum maintenance. 


DEALERSHIPS AVAILABLE 


West Bend’s expanding marketing 
program has created openings for 
qualified service distributors and 
service dealers in many areas. Write 
today for full information. 


WEST BEND 
SO 
KARTING ENGINES 


5.8 and 7.0 CU. IN. MODELS 


WEST BEND ALUMINUM CO., Dept. 15, Hartford, Wisconsin 
For Details Circle 59 on INQUIRY CARD 
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See us at the IRE Booth #4110 


SM ALL INDEX TO ADVERTISERS 
HARDWARE 


ITEMS (This index is published as a convenience and not as a part of the advertising contract. Every 








core is taken to index correctly and no allowance will be made for errors or failure to insert) 
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O. P. Link Handle Co. 


PROFITS circled on inquiry card on page 52 = The Lufkin Rule Co. 


when desiring further information 


| GRIES Wi N G ED about advertisement. 

i E-Z Marshalltown Trowel Co. 

: Mayes Bros. Tool Manufacturing Co. ..... 
K Robert E. Miller & Co., Inc. ............. 


Acme Shear Company Mirra-Cote Co., Inc. (16) 
. Amerace Corp., Supplex Co. Div. Mirro Aluminum Co. ............ Third Cover 
Self-screw one-piece hook . x : 
for draperies and cur-| American Push Broom Co. Molly Corporation 
tains in nickel or brass | The American Thermos Products Co. .... 7 
finish. Integral wings for| 0. Ames Company 


Back Cover 
oo a te iy Atkins Saw Div., Borg-Warner Corp. .... 4 


Packed 100 to a box. National Manufacturing Co. 
GRIES National Rain Bird Sales & Engineering 


E Corp. 
Z | Bovine Mees. 88%. Co. Nygran Industries Ltd. 


One-Piece Durable 
6 sizes ('/." to 14") in Nickel and Cc oO 
—~- 100 ‘to c : Ox Fibre Brush Co., Inc. 
@ box, %" size ~ampbell ee eee ene e tees 
carded in 7 Champion Bronze Powder & Paint Co. ... 


popular colors Champion DeArment Tool Co. ........... 4 


plus Nickel Colorado Fuel & Iron Corp. ........... 26, 27 


and Brass. Plastic Woven Products, Inc. ..........-. 


Cyclone Fence Dept., Amer. Steel & Wire Proen Products C 


CRIES Div., United States Steel Second Cover 
“ez UTILITY HOOKS 


Handy self-screw all purpose hook in D Red Devil Tools (1) Front Cover 
bright ee 2-to-a-card or Site: idiaiidiae Ba. os. oo Kee Richards Wileox Manufacturing Co. ...... 51 


Diamond Tool & Horseshoe Co. (4) Rudiger-Lang Company 

Draper Magmard Co. ....66cciscccccccses 

Dyer Specialty Co. s 

Samson Cordage Works (Silver Lake Co.) 
Sandvik Steel Inc., Saw & Tool Div...... 
H. B. Sherman Manufacturing Co. ...... 
Slaymaker Lock Co. 

Supplex Co. Div. Amerace Corp. ........ 
Swan Rubber Co. 


Evans Rule Company 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite| Farmers Insurance Group 
Finish in boxes of 25 with | The Flecto Co., Inc. 


2 flat head steel screws | Fuller Tool Co., Inc. S. G. Taylor Chain Co. 
per hook. 


Tubbs Cordage Co. 
GRIES 


True Temper Corp. 
The Grabler Manufacturing Co. 


Bright ru: f finish . . . 4 popu- | John H. Graham & Co., Inc. ............ 
lar sizes of each. Each type/ Greenlee Tool Co. 

boxed in attractive, self-selling 

counter one, assortments. 

Also available in bulk or 


packaged 100 
to a box in H Val-A Company 
a complete 

range of Hillerich & Bradsby Co. ..........csc000. 

thread sizes. Holt Manufacturing Co. ................. 

Howard Hardware Products, Inc. 


Upson Bros., Inc. 


JOBBERS: Write now for prices and Weber Showcase & Fixture Co., Inc. 
catalogue sheets on GRC's full line of money-mak- West Bend Aluminum Co. 
ing hardware items, including DRAPERY RINGS, Wilshire Manufacturing Co. 
— & WINDOW HARDWARE, DRAIN COCK Ditesti Lak Co. Woodhill Chemical Co. 





Mathias Klein & Sons 
World's foremost a of small die castings Krylon Incorporated 
venue, New Rochelle, N. Y. 
NEw Rochelle 3-8600 


For Details Circle 60 on INQUIRY CARD 
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Mr. Dealer: 


TA CR ©, ‘3Q"° PROFIT 
OF THESE 12 TOOLS- FOR YOU 


From This Fast Selling Deal No. 1907 


YOU should KLEENCUT 
stock the | 
DIRECT- : 

TO-DEALER Sheare you ean adjust! 


GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
carry in your regular stock— 
then your store is a tool 
center for professional men 
in the building field! And 
such Dealers must stock and 
sell Goldblatt Tools, the 
preferred trowel-trades line 
since 1885. If you do not 
get the Goldblatt Dealer 
Catalog, write for your Free 
copy today! We'll send it 





WITH DEAL Ne. 1907 
Glass-Covered Wood 


out at once! DISPLAY CABI 
CASE DIMENSIONS 


IN CERTAIN AREAS, er ne" 3 





yy MICRO-TENSION ADJUSTMENT 
Joldblatt NOW set your Micro-Tension Shears easily with a 


penny or dime so they feel just right. They can 


SELLS THROUGH be quickly adjusted to cut varying thicknesses 


cleanly and comfortably — no more loose, 
KEY JOBBERS! peat teen 
DELUXE KLEENCUT shears will make more money for you because you 


. get a BIGGER MARK-UP and MUCH FASTER TURNOVER — Look at these 
We have appointed stock- cates. teaherthe 


1. MADE BY MASTER CRAFTSMEN 
2. WORLD'S MOST BEAUTIFUL HIGH LUSTER NICKEL FINISH 
3. NATIONALLY ADVERTISED 


carrying swift-servicing Job- 
bers on both coasts. Other 
Jobber appointments are 


pending. Write for the name 4. GOOD HOUSEKEEPING GUARANTEE 


of the Jobber nearest to 5. MANUFACTURED & GUARANTEED BY THE WORLD'S LARGEST 
your store. MANUFACTURER OF SCISSORS & SHEARS 


Yj Don’t miss out on this small space, High Profit deal. Order your 
JOBBERS: Write us if you Yy #1907 Cabinet from your jobber now! 


are interested in the Gold- —vvwmemnmmmenn HOTC'S What VOU CORL cme 
blatt Tool line for your area. STRAIGHT TRIMMERS _— Retail Ea. BARBER SHEARS Retail Ea. 
112C 7” Fully Nickel Plated...$2.25 365 72” Fully Nickel Plated....$1.98 
112C 8” Fully Nickel Plated....$2.50 
113C 6” Enameled Handies i SEWING & EMBROIDERY SCISSORS 
113C 7” Enameled Handles ..... (Fully Nickel Plated) 
113C 8” Enameled Handles ......$1.79 348S 4” Sharp Points ................ $1.49 
BENT TRIMMERS 348S 5” Sharp Points .. ; 
134C 8” Fully Nickel Plated.....$2.50 348S 6” Sharp Points . 


Jo d b | att T re) re) L Cc OM P A N Y ; 135C 8” Enameled Handles ...... $1.79 181 72” Pinking Shear 


FOUR PAIRS OF EACH — FORTY-EIGHT PAIRS IN ALL! 


| SELLING $qQ@24 YOUR $e.@54 YOUR | 
1942 WALNUT STREET | PRICE ee . cost 259°" pron D® | 
KANSAS CITY 41, MO. THE ACME SHEAR COMPANY 


The World's cient Menitietains of Scicsors and Shears 
For Details Circle 61 on INQUIRY CARD For Details Circle 62 on INQUIRY CARD 
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HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street, San Francisco, Calif. 





FOR SALE 

RETAIL LUMBER YARD, GEN- 
ERAL MERCHANDISE STORE 
AND BOX FACTORY by owner who 
wishes to retire. Inventory near $40,- 
000. $15,000 with security for balance 
will handle. Will consider lease. Clo- 
verdale Lumber & Supply Co., P. O. 
Box 215, Cloverdale, California. 





MANUFACTURER’S AGENTS 
WANTED 

Patented toilet tank ball guide. In- 
stalled in 2 to 3 minutes. No tools re- 
quired for installation. Money back 
guarantee to dealer and customer. 
Ernest Tatcher, 266 N.W. 26th St., 
Miami, Florida. 


GAS LIGHT MANTLES 


One day service for standard 4” 
framed gas light mantles used by 
98% gas yard lamps. 12—$9.40, 24— 
$18.50. “Sock” only-fits same frame. 
12 — $6.85, 24 — $13.55. Moonlight 
Lamp Co., 120 E. College, Covina, 
Calif. P.O. Box 252. Sent postpaid. 


AGENTS WANTED 

If you are calling on the plumbing, 
hardware or industrial trade, here is 
your opportunity to supplement your 
income with our wholesale hardware 
and plumbing specialties line, with 
liberal commissions. Send for details 
and catalog. National Distributing 
Co., P.O. Box 280, Bayonne, New Jer- 
sey. 














Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


HOUSEWARES LINE WANTED 
By Manufacturers’ Representative 
who has been selling housewares’ 
buyers at wholesale and department 
store levels in entire West for 25 
years. Address Box A-926, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 





DISTRIBUTORS—WHOLESALERS 


Wanted to handle Epoxy Concrete 
Adhesive HELOR HIWATER now 
selling successfully on West Coast. 
Exclusive territories available in some 
areas. Attractive four color packag- 
ing, counter literature, point of pur- 
chase display bins provided. Available 
in consumer and commercial packs. 
Full details sent on request. Write 
immediately to EPOXY COATINGS 
COMPANY, P.O. BOX 902, SOUTH 
SAN FRANCISCO, CALIFORNIA. 


| 


FRwWTS - VARNISH 





hyn 
... And I spent 50 bucks sending 
him to merchandising school 


BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 


LAYOUT SHEET. .. Graph lay- 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 


1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 











Where's The Number? 


Due to mechanical limitations the 
INQUIRY NUMBER is sometimes 
omitted at the bottom of an ad. To 
find the inquiry number check the 
INDEX TO ADVERTISERS on 
Page 52 of this issue. 


CIRCLE THE NUMBER 
WE DO THE REST 














Furniture Rest — Pintle Type 





+ 


Rubber 


Crutch Tip — 


L 


Monopoint Glide 


Bakelite Furniture Rest 


Bakelite Caster Cup ® 














68 


Wonderful for all wood 
and metal 
Glide softly, 





" PROMPT SHIPMENT 
Ask your jobber, If he is not supplied, write 
ROBERT E. MILLER & CO., INC., 


35 Pearl S#.. New York 4, N. Y. 
For Details Circle 63 on INQUIRY CARD 





Set of 4ina is 
3-color Box, 


. Rubber tx if 
12 Boxes in Tubular Glide 








$ 


Adjustable Tubular 
Spring Type 


Adjustable Rubber 


Thumb Tack Cushion Glide 
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with exciting JET-STREAM STYLING! 


GREATEST FUNCTIONAL IMPROVEMENT 
IN A GENERATION 


COAY-OVEr COVER with off-center handle 


NO MESSY DRIP! 
a 0 ROL OMALOOOLT 


Homemakers will hail MIRRO’s 
departure from centered cover-knobs! 
Exclusive new Easy-Over covers are han- 
dled, from the side, with no risk of getting 
hands over heat or in steam. They’re rested, 
upside down, to keep cooking surfaces and 
counter tops clean and dry. 





MIRRO’s cool plastic handles and grips 
fit the hand. Flame guards protect against 
direct heat. Holes in handles for hanging. 


Sales-making design... 
safety and convenience ex- 
clusives...make modern 
MIRRO, more than ever, 
your best buy and your 
customer’s best buy! 














| MODERN MIRRO IS ALL NEW, | 
| ALL THROUGH THE LINE!,  f 


Windsor Saucepans, %-qt.to3-qt. § 
5-in-1 Combination Pans, 2 and 3-qt. § 
3-Egg Poacher : 
Warp-proof Fry Pans, 7’’ to 11’” 
Strainer Pan, 3-qt. 

Drip Coffeemakers, 4 to 9-cup 
Covered Saucepans, 1-qt. to 4-qt. 
Double Boilers, 14% and 2-qt. 

French Fryer, 3-qt. 

Tea Kettle, 2% -qt. 

Covered Pots, 2 to 16-qt. 


BUY THIS FINE, Range Percolators, 2 to 14-cup 


BOOTHE FINEST ALUMINUM MIRRO ALUMINUM COMPANY . MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
World's largest Manufacturer of Aluminum Cooking Utensils 


For Details Circle 64 on INQUIRY CARD 





AMES 
SHOCK BAND 


/ 


means less 
handle breakage! 


AMES SHOVELS ARE 
TOUGH WHEN THE 
GOING IS ROUGH 


here’s 
the 
y_ difference... 


Ames shovels feature the exclusive 

shock band construction, eliminating 

rivets at end of socket. There are no 

vertical rivets to break important wood 

fibers in handle. You get all the strength 

nature built into fine Northern Ash. Ames 

A shock band means a circle of steel surround- 

} ing and supporting the handle, a full 3” above 

y ONE horizontal rivet. Laboratory tests prove 

Ames handles are stronger — stronger than 
government or railroad specifications. 


_ NS set and PROFIT with AMES 
(AMES) finer produtlt Uw higher aLandardy tn 


1774 METAL HOUSEWARES 
~~ O. AMES CO. PARKERSBURG, WEST VIRGINIA 


For Details Circle 65 on INQUIRY CARD 


a 





